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OPPORTUNITY TO GET 
MANAGERIAL POST 


Law Union and Rock Insurance Com- 
pany Seeks Chief United States 
Representative. 


WILL PURSUE AGGRESSIVE POLICY 


New Pian to be Foilowed by Company 
Here Calls for More Time Than 
Manager Shaw Can Give. 


Upon the advice of A. F. Shaw, 
Chicago, manager of the United States 
branch of the Law Union & Rock 
Insurance Company, of London, the 
corporation will in future pursue a far 
more aggressive business getting policy 
in this country than it has heretofore. 
As such a course will require more 
time on the part of its directing head 
than Mr. Shaw can spare from his 
other interests, he will retire from the 
service of the Law Union and Rock as 
soon as his successor is selected; this 
is expected will not be later than July 1. 
Meantime the Company is _ inviting 
applications for the managerial post, 
its notice reading: 

“United States Manager. The Law 
Union & Rock Insurance Company, 
Ltd.—Established 1896—one of the 
oldest and strongest of British offices 
—invites applications for the position 
of United States manager. The ap- 
pointment is one of substantial present 
emolument and of considerable promise 
to a really competent man who com- 
bines with a knowledge of fire busi- 
ness the capacity for building up a 
sound but moderate premium income 
from paying sources. Applications, 
which should comprise business his- 
tory, age experience and compensa- 
tion expected, will be treated as strictly 
confidential, and should be addressed 
to the General Manager, Law Union & 
Rock Offices, Chancery Lane, London, 
England.” 

Anxious to Develop Here. 

Addressing the agency force of the 
Company upon the subject of the pro- 
posed change, Manager Shaw said: 

“Acting upon my urgent recom- 
mendation the Company has decided to 
hereafter pursue a more _ vigorous 
policy the details of which will be duly 
communicated to you. 

“Proper supervision of: an enlarged 
business will demand more time than, 
- with a proper regard to my own per- 
sonal business as local agent in 
Chicago, I feel able to devote to its 


» service and I have therefore resigned 


my position as United States manager 
and shall be relieved, as soon as my 
successor is appointed—not later it is 
expected than July the ist. 

“It is my wish to give this informa- 
tion to the valued representatives of 
the Company in order that they may 
understand -from an_ authoritative 
source that the Company has no other 
' thought than to continue and to in- 


(Continued on page 11.) 
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Life Insurance... 


ORGANIZED APRIL 13th, 1853 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


Main Offices ELBRIDGE G. SNOW, President 


56 Cedar Street 








HE completion of SIXTY YEARS finds THE HOME 

in the premier position among the Insurance 
Companies of the world not only in respect of FIRE 
ASSETS and SURPLUS to POLICY-HOLDERS—but 
with an unexcelled record for fair dealing in every emer- 
gency as well as in ordinary routine—with an unsurpassed 
equipment, and with the ability as well as the readiness 
to serve the public, its agents and brokers. ¢: 





North British 
and Mercantile 
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Established 1809 


| 
Entered United States | 


|of considerable 


Insurance Co. 





States, 1,833 Fire Insurance Companies have failed or retired 


| 
} mounted by an eagle, 
| tractive 


Since 1866, when the North British & Mercantile entered the United | 











An Eastern Company desires to con- 
tract with three men who have had 
experience in handling territory and 
producing business. Salary positions to 
the right men.  Territory—IIlinois, 
Ohio and Indiana. Full Information 
in first letter. Address, Organizer, 


Care THe EaAsTerN UNDERWRITER, 


105 William Street, New York City. 











$3.00 a Year; lic. per Copy 


INTERNATIONAL LIFE’S 
PROGRESSIVE MOVE 


Business Expansion Compels St. Louis 
Company to Secure Increased Space 
for Home Office, 





NAME ADORNS FINE STRUCTURE, 


Two Floors to be Occupied May 1— 
Success of Wilson—Babler Admin- 
istration. 


The substantial progress of the Infer- 
national Life of St. Louis, and the 
| largely increased business resulting 
from its acquisition of the West- 
ern Life, of Krnsas City, Ten- 
nessee Life, of Nashville, has confronted 
the Company with the problem of secur- 
ing more commodious modern 
quarters for home office purposes. A 
solution is furnished in the announce- 
ment that the will on or be- 
fore May 1 occupy the entire sixteenth 
and part of the fifteenth floors in the 
handsome and substantially built seven- 
teen story International Life building 
—something new—at the corner of 8th 
and Chestnut streets, St. Louis, a pho- 
jtograph of which is shown on page 
three of this issue. 


Great 
and the 


and 


company 





A Fine Advertisement. 

A pennant fiying from a flag pole 
the top of the building bears the in- 
scription “International Life Building.” 
Across the front at the top of the struc- 
ture may be seen a huge electric sign 
showing the name of the company—an 
advertisement which cannot fail to be 
value to the Interna- 
tional among the citizens of and visit- 
ors to the great city, metropolis of and 
gateway to the middle west and south— 
while at the entrance may be seen in 
an electric display, the globe sur- 
which is the at- 
insignia of the company. 

An idea of the magnitude of the elec- 
tric sign at the top of the building may 
be obtained when it is said that it may 
easily be read from East St. Louis, 
across the mighty Mississippi In ap- 
pearance and location, the new Interna- 
tional Life Building is one of the at- 
tractions of St. Louis. 


A Modern Workshop. 


The chief consideration in making 
the invesiment and change was the se- 
curing of permanent, modern-ccuipped 
offices for the transaction of the rap- 
idly growing business of the company, 
and at the same time permit of the still 
greater growih the company is bound 
to experience in the future—for be it 
said that the International Life, remark- 
able though its growth may have been 
has but merely laid the foundation for 
the structure the management is 
tined to build 

The entire sixteenth floor has been 
remodelled into a complete and attrac- 
tive workshop. Stepping from the 
vators into a beautiful marble corridor, 
the executive suite occupies the east- 
ern end of the building. Here are thé 
officers of President Massey Wilson, 
Vice-president and Manager of Agen- 
cies J. L. Babler, Board of Directors 
room, ete. In front of the elevator 


} on 


des- 


ele- 


|} are the agency quarters, while the front 
| 


> 


(Continued on page 3.) 
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ASKING FOR FAIR TREATMENT 


IN CRUSADE. 





COMPANIES UNITE 





Policyholders Should Aid Managers in 
Opposing Intended Tax Upon 
“Premium Abatements.” 





Washington, D. C., April 21.—Life in- 
surance companies from the.Atlantic to 
the Pacific are actively and cordially 
co-operating in trying to obtain fair 
treatment for their policyholders in con- 
nection with the Income Tax Section 
of the pending Tariff Bill. This is 
strikingly indicated by the mail being 
received each day at the Washington 
headquarters 2stablished by the Asso- 
ciation of Life Insurance Presidents at 
the Hotel Raleigh early this month. 
Companies large and small, old and 
new, are a unit in the crusade to obtain 
relief for policyholders. 

In response to inquiries as to the 
present status of the matter, Mr. Rob- 
ert Lynn Cox, general counsel and man- 
ager of the Association, made the fol- 
lowing statement to-day: 

“Policyholders are to be congratu- 
lated upon the hearty co-operation of 
life insurance companies all over the 
country in an effort to obtain the im- 
portant amendments to the Income Tax 
Section of the Tariff Bill needed for the 
protection of their interests. While it 
was reported about two weeks ago that 
the Tariff Bill was completed, that no 
hearings would be given and no amend-: 
ments would he made, life insurance 
men have been able to impress a few 
of the leaders at Washington with the 
justice of their claims that much am- 
biguous languezge should be cleared up 
and the bill otherwise amended. But 
this is only the beginning, for there 
is much more *o be accomplished in the 
next few weeks if policyholders are to 
receive the treatment to which they are 
entitled. The leaders at Washington do 
not yet seem to recognize clearly the 
essentially mutual character of life in- 
1 as compared with businesses 
organized and carried on solely for the 
profit of stockholders. That the leaders 
have recognized this distinction to some 
extent by exempting mutual savings 
banks and fraternal insurance societies, 
leads to the hope that a continuance 
of co-operativ2 afforts among life com- 
panies may in the end obtain justice 
for their policyholders. 

“The leaders have not granted the 
request of companies for the exemption 
n taxation of policyholders’ so-called 
idends or premium abatements. Ap- 

ly they are noc yet impressed 
the stroug arguments that have 
presented on this subject from 
They may be in part 


sur I 










many sources. 


because they have been so busy with 
tariff schedules that they could not give 
this subject the consideration to which 
it is enti Some of them veem to 

only the many millions of dollars 


involved in dividend abatement of pre- 
miums and do not perceive that the ag- 
gregate is made up of small individual 
returns to each policyholier. The point 
of view of the policyholder still remains 
to be brought home to them effectively. 
Again, the technealities of life insur- 
ance serve to confuse the mind and de- 
lay the granting of exemptions from the 
tax of all proceeds of policy contracts 
regardless of their form. While the 
leaders have practically conceded lan- 
guage that will clear up the ambiguity 
of the original bill so that proceeds of 
life policies paid on the death of the 
policyholder will not be taxed as prin- 
cipal, yet the »ording is so phrased as 
to raise a question as to whether other 
forms of insurance are exempted as 
well. 

“One change that has been definitely 
agreed upon insures the exemption 
from taxation of the net annual in- 
crease of reserves. The revised lan- 
guage in defining the exemption permit- 
ted insurance companies specifies ‘the 
net addition, if any, required by law to 
be made within the year to reserve 
funds’ but excepts ‘dividends, or return 
of premium payments, paid within the 
year on policy and annuity coniracts.’ 

“It will thus be seen that the compa- 
nies must continue to co-operat2 in the 
effort to obtain full justice for policy- 
holders, which should include the ex- 
emption of all insurance conducted on 
the mutual or participating plan, 
whether in mutual or stock companies, 
as was provided for in the Income Tax 
Law of 1894. 

“The amended bill will probably be 
reported by the Ways and Means Com- 
mittee at once and it will then be possi- 
ble to ascertain the exact phraseology 
needed to make it conform to the views 
of insurance men, and bring it into har- 
mony with the other exemptions; 
granted to business institutions con- 
ducted on the mutual plan and mainly 
in the interests of persons with small 
incomes.” 








| 
CREATES A DESIRABLE OPENING. | 





Competent Field Superintendent Can | 
Secure Fine Opening on | 
Pacific Coast. 





A life underwriter with the capacity 
and determination to handle the agency 
force of the progressive Western States 
Life, of San #rancisco, could doubtless 
secure a fine connection with the Com- 
pany, a vacancy in the ranks of which 
has been created through the recent 
retirement of Superintendent of Agen- 
cies Joseph H. Gray. 





Suicide Invalidates Policy. 





That death by suicide within a year 
after procuring life insurance, invali- 
dates the policy, was the decision of 
the North Carolina Supreme Court in 
the case of Mrs. H. L. Hellig, against 
a life insurance company. 








Great Southern Life Insurance Co., Houston, Texas 










J. S. RICE, President 


Dec. 
Dec. 
Dec. 
Dec. 


. 31, 1909 
. 31, 1910 
. 31, 1911 
. 31,1912 


J. T. SCOTT, Treasurer 


OUR RECORD 


Gross Assets 
$655,004.93 
1,057,016.02 
1,128,912.85 
1,306,689.41 


For Agency Contracts address 
O. S. CARLTON, Vice-President 


Commenced Business Nov. 1, 1809 


Insurance 
in Force 
(Paid-for) 
$992,000 
5,352,260 

10,057,028 

14,859,856 


HOUSTON, TEXAS 








The State Life Insurance Company 


INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 











The Northwestern Mutual Life Insurance Co. 


Chartered 185 


Purely Mutual 


MILWAUKEE, WIS. 


GEO. C. MARKHAM, President 
INSURANCE IN FORCE, $1,229,377,814 
SATISFIED POLICYHOLDEBRS to the number of 13,634 applied for 


$61,353,000 of additional insurance in the Northwestern last year. 


SATISFIED AGENTS earn the largest incomes because Northwestern 


policies are easiest to sell and stay longest in force. 


1912 Largest Year in History of Company 


It will pay you to investigate the reasons 


Write to 





Income Insurance 
Corporation Insurance 
Partnership Insurance 


MILWAUKEE, 


H. F. NORRIS, Supt. of Agencies 


wISs. 





Largest Dividends 


Lowest Cost 
Best Policy 








Unexcelled Service 


To Policyholders 








Assets (January 1, 1913) . . 
Surplus and Dividend Funds R 
Insurance in Force (Paid for basis) 
The Company’s METHODS are CLEAN and PROGRESSIVE, its policy forms contain the most liberal provisions and 

guaranteed values, and the premiums are low. 
PRODUCERS can obtain ATTRACTIVE AGENCY CONTRACTS for exclusive territory with the COMPANY DIRECT, 

by addressing HOME OFFICE, 50 Union Square, NEW YORK. 


For Fifty-three Years Characterizes 


$48,205,861.37 
6,500,332.94 


Liabilities ‘ , > . 
New Insurance paid for ‘ 


$138,615,233.00 


THE GERMANIA LIFE INSURANCE COMPANY OF NEW YORK 


1912—ANOTHER YEAR OF PROGRESS AND PROSPERITY 


-  $41,705,528.43 


18,048,969.00 
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PRES. ALLEN ANSWERS BRISTOL 


BUSINESS NOW ON HIGH PLANE. 








What Bad Practices Remain Can be 
Removed Only Through Agents 
Co-operation. 





President Edward W. Allen of the 
Life Underwriters’ Association of New 
York, has answered the criticisms made 
against the life underwriters associa- 
tions by Johr I. D. Bristol, manager 
for the New York city agencies of the 
Northwestern Mutual Life. Mr. Bristol 
had been asked to join the local asso- 
ciation and in declining, he charged 
that both the National and local asso- 
ciations tolerated bad practices. His 
letter in full appeared in last week’s 
issue of The Eastern Underwriter. 
President Allen’s reply follows: 

April 16, 191%. 
“Mr. John I. D. Bristol, 
| Madison avenue, 
New York city. 
“Dear Mr. Bristol: 

“Your letter of the 8th instant re 
ceived and contents carefully noted. 

“On behalf of the Life Underwriters’ 
Association, both local and national, I 
must take decided exception to your 
statement that we have done nothing 
‘in an emphatic way to divest life in- 
surance of tne crimes and criminals 
that are everywhere associated with 
the business.’ 

“The membership of the Association 
throughout the Nation constitutes gen- 
erally the highest type of thought and 
manhood in our American business life, 
und these Associations for years have 
been making an honest and successful 
effort to make the business cleater and 
better. 

“The agency forces of your own Com- 
pany in almost every localiiy are 
among those who are working in the 
Association for the uplift of the pro- 
fession, and so your attack on our 
splendid organization and your refusal 
to labor with us cannot be endorsed by 
the great majority of Northwestern 
agents. 

“If you did not know it before, let 
me here and now inform you that we 
do not favor the licensing of ‘barbers, 
walkers, cashiers. bookkeepers, 
elevator men, proprietors of boot black 
stands,’ ete., and we do favor the licens- 
ing only of men who can give at least 
a large measure of their time to the 
business. Our New York Association 
is now striving to bring about an edu- 
cational standerd so that men of the 
type to which you refer cannot break 
into the business. 

“These reforms are hard to 
about, as it is necessary to bring 
fluence to bear on the State law, 
managers and our companies. 


floor 


bring 

in- 
our 
You 


blame the Life Underwriters’ Associa- 
tion for not having made conditions all 
that you and we would have them. The 
fault rests largely on the shoulders of 
those who refuse to help in organized 
effort. You handicap us by making us 
do this work alone, which work would 
be more speeuily and successfully ac- 
complished if we had the assistance of 
your splendid body of men. 


“In union and co-operation there is 
strength, and you are retarding the 
very reforms we all want the most by 
not taking hold of the rope with us. 

“It is my personal belief that the 
majority of the New York Association 
members are 1n favor of Life Insurance 
Men Only. If you are sincere in want- 
ing this condition brought about, get 
busy and encourage your men to join 
with the hundreds of men in the Life 
Underwriters’ Association of New York 
in an organized effort to make this re- 
form an accomplished fact. 

“The battle cry of our Association is 
‘Forward’ and as we fight and work 
for a general betterment of conditions, 
your men should be in the front rank of 
our organized battalion. 

“Yours sincerely, 
“(Signed) KDWARD W. ALLEN, 
“President.” 





W. T. Hoopes Joins Pittsburgh Life 
and Trust. 





W. T. Hoopes, recently first deputy 
fire marshal of Illinois, has been ap- 
pointed supervisor of agents for the 
Pittsburgh Life and Trust Company of 
Pittsburgh. He-will make headquarters 
at Springfield, Il. 


Seeking Larger Opportunity. 





Well organized in the territory now 
entered the Missouri State Life of St. 
Louis, seeking wider opportunity has 
applied for admission to half a dozen 
States in the Northwest. 





INTERNATIONAL LIFE’S PROGRES- 
SIVE MOVE. 





(Continued from page 1.) 
of the western end of the floor is given 
over to the medical department. 

In the rear ‘of the western wing of 
the building is located the accounting 
and policy departments. Here an in- 
dividual, whether dealing with the sec- 
retary, cashier or loan clerk may see 
a busy bee hive of activity grinding 
out the routine of home office detail. 


Step an Advanced One. 


The acquisition of this building is 
unquestionably a beneficial move for 
the International Life and is another 


evidence of the high grade management 
given to the International by President 
Wilson and Vice-president Babler. The 
company with its $35,000,000 of insur- 


these transactions together with its own 
ance in force, assets of $3,000,000 and 
reserves of approximately $2,000,000 has 
become a big factor in life insurance 
affairs of the middle west, and by this 
latest move takes a position in the 
great Missouri city symbolic of strength 
and permanence. 

Credit for the work achieved in the 
upbuilding of the company is due Mr. 
Wilson and Mr. Babler. The readers of 
The Eastern Underwriter will recall re- 
cent announcements of the acquisition 
of the Great Western Life, of Kansas 
City and Tennessee Life of Nashville 
by the International. As a result of 





| 





<> INTERNATIONAL 
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of Inter- 


Co. 


New Head Office Building 
national Life Insurance 
of St. Louis. 


writings the company, since filing its 
statement as of December 31, 1911, has 
been able to show a gain of $19,000,000 
insurance in force; in assets $1,600,000; 
in reserves over $1,500,000. 

In the carrying out of the details of 
these transactions the management has 
earnestly worked for the advancement 
of policyholders and stockholders, and 
its efforts in this direction have been 
such as to merit the commendation of 
the various State insurance depart 
ments that have passed thereon 

That the International Life is des 
tined to be one of the westerr giants 
of life insurance is conceded by all in 
touch with the status and progress of 
the business. 


MBRTING HIGHLY INSTRUCTIVE 


LOCAL ASSOCIATION HEADS SPEAK 








Members of Capital District Association 
Told How They May Benefit 
Their Calling. 





Speakers at the April meeting of the 
Capitol District Life Underwriters As- 
sociation, held at Albany recently, in- 
cluded Thomas Wood, president of the 
Rochester Life 
tion; J. P. 
sociation; 


Underwriters Associa- 
Mulhall, president Utica As- 
Edward B. Ransenhousen, 
Springfield (Mass.) Associa- 
tion, and Peter Ryan, president Syra- 
Association. 


president 


cuse 

In turn each of the speakers told of 
the good that had accrued to the life 
underwriters in their respective cen- 
ters, through the Association idea, and 
strongly recommended to the hearers, 
and strongly urged the Capitol District 
men to support both the local and the 
National organizations. 

The Capitol Association is coming 
along nicely, its present member- 
ship being 110, with a number of re- 
cruits promised. C. C. De Rouville was 
elected vice-president of the organiza- 
tion, succeeding W. F. Winship re 
signed, while M. F. Walsh was chosen 
a member of the executive committee. 
The Capitol District Association is 
made up of an energetic lot of under- 


writers, whose future business getting 
will be made the easier through their 
better knowledge one of another and 
the pursuit of the boost plan. 

MEETS OFFICIAL APPROVAL. 
Columbian National Life Found in 


Strong Financial Condition—Policy- 
holders Equitably Treated. 





Complete approval of the financial 


condition of the Columbian National 
Life of Boston, and the promptness 
and equity with which its claims are 
setiled, is given by the Massachusetts 


Department, which recently 

completed its examination of the Com- 

pany’s affairs as of April 31, 1912. On 

the named the admitted assets 

were found be $7,896,876; its lia- 

bilities, $6,583,303; capital, $1,000,000 
ran 


ind net surplus $313,573. 


Insurance 


date 


to 


Vice-President Talbot Visits Field Force. 


Vice-President Talbot, 
of the Fidelity Mutual Life, left Phila- 
delphia for a round of agency visita- 
tions through a large partof the Com- 


Saturday last 


pany’s Southern and Western field 
His itinerary includes Tampa and 
Jacksonville, Florida, Atlanta, Ga., 


3irmingham, Alabama, Memphis, Tenn., 
City, Mo.. Des Moines, lowa 


Kansas y, 
and Indianapolis, Indiana 


Chicago, II1., 





Established 1899 


AMERICAN CENTRAL LIFE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
H. M. WOOLLEN, President 
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Increase 1912 ov ‘ 
Deposited with Auditor 
increase i9i2over . . . « .e 


Preliminary Statement 


NON-PARTICIPATING 


Dec. 31, 1912. 
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VALUE OF SMALL POLICIES 


TO YOUNG MEN. 





ATTRACTIVE 





Agents Make a Mistake in Thinking 
They Should Always Strive 
for Large Lines. 





Small policies and the desirablity of 
hunting industriously to write them 
forms the subject of a capital letter by 
Vice-President T. A. Bucker to the field 
force of his Company—the New York 
Life. Mr. Bucker says: 

“Many a man—you know it—you’ve 
met him in your canvassing—has said, 
‘I want to take at least $5,000 when I 
insure; less than that wouldn’t amount 
to much or do my family much good, 
so I believe Ill wait a while.’ Quite 
right. A man should carry at least $5,- 
000, but he ought to begin with two 
thousand dollars, yes, even with a thou- 
sand dollars if he can’t afford more, 
and work up to five thousand dollars 
and beyond it later on as he finds that 
he can do'so. 

“One hears most often perhaps of the 
larger policies, and is apt to set the 
idea that he must take a sizable policy 
or none at ail, forgetting that the 
larger amounts are usually placed on 
men who began with small policies and 
subsequently increased them as their 
earnings grew or as their families and 
responsibilities increased. 

“The value of a thousand doliars, or 
two thousand dollars, is strikingly 
shown in the following item that ap- 
peared on the editorial page of the 
New York Times of Aprii 15, under the 
caption, A Widow with Seven Ciildren: 

“*A frail widow, left suddenty with 
the undivided responsibility tor th: 
bringing up of seven children, was equal 
only to the care of the home, and the 
two boys, now 17 and 15, were the only 
wage-earners. With the mother’s cap- 
able handling their wages cover two 
thirds of the family expenses Their 
aunt can do but little for them, but she 
helps regularly with the rent, and the 
church provides some of the needed 
food. There is still need of money to 
pay the balance of the rent and the bill 
for milk which the year-old baby should 
have. The Charity Organization Society 


asks for $216 to meet thes *xpenses 
for twelve months. Gifts may be sent 
to the office of the Society, 105 E. 22d 


St., and will be acknowledged.’ 
“Who says in the light of the forego- 
ing that one or two thousand doilars is 


an insignificart amount? Sums of 
money are large or small only by com- 
parison. Measured by what money will 


accomplish, a thousand dollars is of- 
tentimes a fortune. When a family is 
in need, as this family was, a thousand 
dollars would be a veritable godsend. 
“Think of ii. A sum like that, ad- 
mittedly smal), yet within the means 
of all, would have afforded the tired, 
overworked mother the rest and relief 
she so sadly needed and deserved. As 


it is now, th re she will probably 
never get The relief for herself and 
little one must come, if it comes at 
all, from the grudging and uncertain 


hand of charity, the bitterest end that 
can befall a huusehold. 

“No man of family, ever limited 
his means or income, can read this clip- 
ping from the Times and rest easy, if 
the case is placed before him properly, 
until he has put at least a temporary 
barrier of life insurance in a sound 
company between his loved ones and 
such a fate.” 





Rapid Gains by Germania Life. 


jusiness getting by the Germania 
Life of New York, seems to be an easy 
process, the amount of insurance 
written during the first quarter of the 
present year, exceeding by 42 per cent. 
that secured in the same period of 1912. 





State Mutual Life Assurance Co. 


OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
..» PROGRESSIVELY SUCCESSFUL... 
January 1, 1913 





Assets - - - - $40,824,834.55 
Liabilities - - . . 37,768,198.59 
Surplus Mass. Standard - - $3,056,635.96 
Insurance Issued, 1912 - - - $22,831,849.00 
Insurance In Force - - - $160,951,604 00 


The year 1912 was the most successful in the history of the State Mutual 
That means successful agents. 


Only the highest grade men considered. 


EDGAR C. FOWLER, Superintendent of Agencies 











The Southern States 


Life Insurance 
Company 


ATLANTA, GEORGIA 
Desirable Territory for Men of Character and Ability. 
WILMER L. MOORE, . - President 























DES MOINES, IOWA 
ERNEST E. CLARK, President 


Exceptional record during thirty-one years for 


ORGANIZED 1879 


Low Rate of Mortality Economy of Management © Prompt Payment of Claims 
Gross Assets over - - - - $18,200,000 


SIGMUND W. MEYERFELD, General Agent 
149 Broadway, Singer Bidg., New York 




















BANKERS LIFE COMPANY 





Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


PREDRIC W. JENKINS. President 


Seize the opportunity and 

Make a contract with one of the best 
Life Insurance Companies in America. 
Investigate for yourself, then 

Consider our proposition. 


Cc. H. JACKSON, Supt. of Agencies 











CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 










Semtriat 
ure INSURANCE COMPANY 


BOSTON MASSACHUSETTS 
220 BROADWAY 


PRONE 6030-6031 CORTLAND 


CALL ON COM™MPT O N 


CALL ON COMPTON 
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RETIRES AFTER LONG SERVICE 


MARSHALL RESIGNS AS ACTUARY. 





Able Underwriter Will Continue as 
Vice-President of Home Life—Moir 
His Successor as Actuary. 





Official announcement is made that 
after thirty-six years services ag ac- 
tuary of the Home Life Insurance Com. 
pany W. A. Marshall has resigned 
the office, though remaining as vice. 
president of the Company and one of 
its directors. 

It affords us sincere pleasure to say 
something at this time concerning Mr. 
Marshall, whose influence in life ingur- 
ance in New York has been a power- 
ful but comparatively silent one for 
such a long period of years, and always 
in the one direction of sound honorable 
business. He joined the Home Life 


ment therefore comes just after his 
forty-seventh anniversary. During vari- 
ous administrations and during all the 
vicissitudes of the business, his work 
has been intelligent and faithful: and 
it must be a very great pleasure to 
him to see the sound, healthy and 
great institution steadily developing, 
feeling that his laborg have contributed 
not a little to this excellent growth. 

In manner Mr. Marshall hag always 
been modest and retiring; he has not 
attempted to shine in large assemblies 
but his opinion has perhaps on this ac- 
count had all the greater weight when 
expressed quietly in a small com- 
pany, and those who know him best 
love him most sincerely and are warm 
in his praises. Here is one of the 
cases where familiarity breeds rever- 
ence and regard. Mr. Ide, president 
of the Home Life, and Mr. Marshall 
were two of the officers of New York 
life companies who went before the 
Armstrong Committee in the fearless- 
ness of good consciences, They gave 
their testimony frankly and openly, 
having nothing to hide and nothing to 
fear, and their honor and integrity 
were duly recognized, even by the 
“yellow journals” at that time. 

Although Mr. Marshall has served the 
Company for so long, he is not by any 
means an old man, yet he is probably 
wise in devoting himself now to execu- 
tive: questions rather than to those 
actuarial, although the change may 
probably be more in name than in 
reality. Despite the opinion of young 
men who “know it all” we consider 
that wisdom comes with years of 
maturity, and that the advice and 
counsel of ripe experience are of ines- 
timable value to an insurance company 
in which the acts of to-day continue to 
be effective and influential for twenty, 
forty, and mayhap even sixty years 
to come. We have a warm admiration 
for the Home Life as one of New 
York’s finest institutions; and the 
best wish we can express for its wel- 
fare is that Mr. Marshall may for long 
be in a position to give the Company 
the benefit of his direction and counsel. 

Henry Moir Now Actuary. 

Following the retirement of Mr. Mar- 
shail, Henry Moir, becomes actuary 
of the Home Life, of which he has been 
associate actuary for some years past. 
Among the younger men of the profes- 
sion none is better known or more 
highly esteemed than Mr. Moir. A grad- 
uate of a Scottish University, and ex- 
perienced in actuarial work both here 
and abroad he has shown a rare capac- 
ity for combining the practical and the- 
orectical branches of life underwriting, 
and is justly regarded as a man of ex- 
ceptional capacity. 
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BUSINESS BENEFITS THEREBY 





Virginia Agents Urged to Co-operate 
by President N. D. Sills of the 
National Association. 





That a man to make a large success 
of life insurance work, must be actu- 
ated by a motive superior to that of 
mere money getting, was the burden of 
the address made by President N. D. 
Sills, of the National Association of 
Local Fire Insurance Agents before a 
recent gathering of field men at Lyuch- 
burg, Va. 

Mr. Sills urged a greater comradship 
among agents to the end that the 
standards of life insurance work would 
be placed on a higher level than now 
obtains. 

In the course of his remarks Presi- 
dent Sills said: 

“Commission is rot the whole thing 
in the insurance business, and the man 
who goes into it and sells the policies 
just for what he is going to get out of 
it is a failure in life. Should any of 
r rich men in this city give $2,000 
the orphans’ home the next day the 
pay would all come out with big 
headlines and articles stating what a 
rous man he was and what a ser- 


rs 


gel 


vice he was doing for mankind, but 
there are in this room now men who 
ha been the means of saving the 
widows and orphans from a life de- 


pendent upon the charity of others by 
going to the father when he lived and 
showing him his duty to provide for 
those he loves after death. And yet 
there is at the present time two and 
one-half times as much money spent 
for alcoholic beverages in America 
each year as there is spent for life in- 
surance. 

‘he man whose heart is set on com- 


mission and who has for his motto: 


‘What am I going to get out of it?’ 
while he may make a few dollars in 
that way, and to a certain extent be 
looked upon as a successful man, is a 
downright failure, for from the early 


ages of time when man was first judged 
down into the more civilized way and 
at the present man is judged by his 
ice to mankind, and no matter how 


sery 


rich he may be, he who fails in his 
mission in life toward his fellowman, 


is failure. 

“In the olden days the shores of a 
certain island were strewn with the 
wrecks of vessels and the bodies of the 
dead sailors who listened to the sweet 


songs of the sirens, and left their posts 
of duty and let the ship go on the 
rocks. So it used to be in the insur- 
ance business, and the older men 
among you can remember when the 
shores of time were strewn with the 
wrecks of agencies and agents who 


listened to the siren of rebating and 
twisting. But thanks to this associa- 
tion the days of rebating and twisting 
are over, and the man who engages in 
it nowadays is looked upon as a high- 
wayman. The song of the siren is now 
a different tune—one for fair, clean 
business methods and honesty towards 
the policyholder and the other fellow 
also. The man who goes to a policy- 
holder in this day and makes him dis- 
satisfied with the company he is with, 
just to get a little commission out of 
it, is no better than a highwayman. 
You have got to sow before you can 
reap, and the man who is in the in- 
surance business will get out of it just 
as much as he puts into it. 

“As a boy I used to be passionately 
fond of flying a kite, and I had one 
kite with a longer string than the rest. 
When it got up in the air I used to 
think that it could only get loose how 
much higher it would go, and one day 
the string broke and you know what 
happened—the kite came down and was 
dashed to pieces on the ground. So it 


is with us, the very strings which we 





COMRADESHIP AMONG AGENTS 


think hold us down are the only things 
which enable us to go higher.” 

Other short speeches were made by 
George E. Caskie, W. E. Addison, edit- 
of the News, J. C. Moss and Dr. F. M. 
Perrow. 

Those present were Col. James A. 
Scott, of the Travelers’; J. C. Moss, 
Union Central; J. W. Childs, North- 
western; P. F. Barham, Life Insurance 
Company of Virginia: R. Frank Seay, 
Equitable; S. S. Northington, Mutual 
Life; W. B. Thompson, Mutual Life; R. 
D. Oglesby, Union Central; J. B. Wood, 
Sun Life (of Canada); L. L. Chandler, 
Life Insurance Company of Virginia; 
H. M. Thomas, New York Life; Rob- 
ert Shaner, Union Central, and S. M. 
Stiff, Life Insurance Company of Vir- 
ginia. 





CORRESPONDENCE INSTRUCTION. 
Metropolitan Life Completes First Year 
of Course—500 Completed the 

. Course. 





The Metropolitan Life’s correspond- 
ence course of instruction in the prin- 





ciples of life insurance has completed 
its first year and during this period 20,-| 
000 examination papers for the various 
lessons were received, the largest num- 
ber of which .showed that the writers) 
had acquired a thorough understanding | 
of the subject matter. In many cases| 
agents availed themselves of the oppor-) 
tunity to ask questions relative to dif-| 
ferent phases of life insurance. Their| 
questions were thoughtful and intelli-| 
gent, engaging the careful attention of| 
the examiners. In this manner also, 
valuable suggestions were submitted by 
the agents. {[n general the excellence 
of the papers testified in a most gratify- 
ing manner to the ability of the men on 
the debit. 

The course is now required of all new 
agents within six months of their first 
credit. It is interesting to note how- 
ever, that by far the larger number of 
those who take the course is made up of 
agents who have been with the company 
for some time and with whom the course 
is optional. Thus against 500 new agents 
enrolled automatically since January 
first, there have been 850 older agents 
on their own request. The course has 
also been opened to home office employes 
since October last and about 400 clerks 
are engaged in the study of the lessons. 

During the year nearly 500 corre- 
spondents completed the course and re- 
ceived their diplomas. The list includes 
superintendents. deputy and assistant 
superintendents, agents, cashiers and 
clerks. It will thus be seen that the cor- 
respondence appeals to all ranks of Met- 
tropolitan men It is confidently ex- 
pected that during the present year, 1,- 
500 more will complete the course. 








MAY USE CAPITAL STOCK 





In Purchasing Holdings of Other Com- 
panies—Missouri Passes Law for 
Home Institutions. 

A bill has been passed by the Mis- 
souri Legislature and signed by Gov- 
ernor Major, the chief provision of 


which permits life insurance com- 
panies of that State to invest their 
capital in excess of $200,000 in the 


stock of other life insurance com- 
panies and retain same as an ad- 
mitted asset. 

This privilege has been enjoyed by 
fire insurance companies for many 
years, and a bill extending the same 
benefit to life insurance companies was 
passed by the last Legislature, but 
vetoed by Governor Hadley. 

The measure was again introduced 
in the present session of the Legisla- 
ture, and, as above stated, has been 
passed, signed by the governor and is 
effective immediately. 

It is expected that the law will be 
of special benefit In the building up of 
Missouri institutions through the ac- 
quisition of other State gompanies. 















you write. 
yourself by working for the 


agents are saving money. 


"THE general agent is making a profit on every case 
Why not make this extra commission 


STANDARD LIFE 


OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. 


Our 


Write FRANK A. WESLEY 


(Vice-President and Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 








all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








“Leadership is inspir- 
Inspiration ing!” says J. A. De-| 
of Standing sautels, Prudential as- 
At The Head sistant at Montreal. 


“The fact of attaining 
first place in Ordinary in Canada and 


the Eastern Group during 1911 caused | 


me to form the determination that I 


would lead the entire Prudential Field | 
in 1912. The record shows that success | 


was mine. A few words, therefore, as 


to how I did it, 1 hope will be accept-| 


able to and will benefit my 
workers. 

“Being fired by ambition and deter- 
mination, I planned my work and 
worked my plan. ‘Knowledge is 
power,’ therefore, education was the 
basis of our operations. A more in- 
timate knowledge of our contracts was 
acquired, and this knowledge is kept 
up to date and imparted to my staff 
regularly. In addition, we make it our 
business to know the standard policies 
of other leading companies, so that we 
are in a position to answer a prospect's 
questions accurately if comparisons 
are made. The art of salesmanship fs 
cultivated, and having the confidence 
that is the outcome of knowledge, 


fellow 


| 
| 





| 


approaching a prospect is both easy 
and pleasant, and applications for 
large amounts are readily and fre- 


quently written. 

“Sincerity we make a prominent fea- 
ture in our interviews, and we en- 
deavor to infuse sentiment where 
opportunity offers, as, in addition to 
increased business, it brings valuable 
and lasting friendship. 

“IT would add that knowledge, confi- 
dence and sincerity are of little avail 
without industry: an intelligent, per- 
sistent canvass is absolutely necessary. 
An honest day’s work done every day, 
and it will be found that ‘Everything 
comes to him who hustles while he 
waits,” even leadership! and incident- 
ally the big commissions, which are 
not to be despiged.” 











Join the 
Money Makers 





JAS. A. STEPHENSON 


PRESIDENT 








DALLAS, TEXAS 

















North American 
Life Insurance Co. 


General Agents and District Man- 
agers now considered for choice Temi- 
tory in Pennsylvania and other States. 
TOP NOTCH Ist year and Renewal 
Commissions. We have the Policies 
that DO SELL. 


We Are The Agent’s Company 
HOW? WHY? 
Call and See 
G. M. NETTLESHIP, 
Manager of Agencies, 


1333-7 Real Estate Trust Bidg., 
Philadelphia, Pa. 


White, or 
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ART IN MAKING APPROACHES 


FOLLOWING UP ALL ADVANTAGES. 





Best to State Your Case at Once— 
“Leads” to the Prospect—impress 
Prospect Favorably. 

Not infrequently an agent asks me, 
says A. F. C. Fiske, in the Metropolitan 
Intelligencer: “What do you suggest 
as the opening sentence of a canvass?” 
This always puts me in mind of Seth 
Bullock, the cowboy friend of an ex- 
President of the United States, and his 
advice to a saiesman “If you want to 
sell a man a cow,” said Bullock, “meet 
his casually on the street, admire his 
suit of clothes and tell him you know 
where a cow can be bought for so much” 
the moral being that you do not want 
him to know you are interested in the 
transaction. Cows may be bought and 
sold this way; but not life insurance, 
except in rare instances. In cases of 
$10,000 and over it may sometimes be 
expedient to defer one’s canvass until 
the acquaintance is a fixture, but hesi- 
tancy to tell one’s business never yet 
produced confidence in a _ prospective 

buyer. 

In general, I have found the best way 
to start a canvass is to say: “Mr. So 
and so, are you thinking of increasing 
your insurance?” Then, even if his re- 
ply is negative, you have an opening to 
ask how much he carries, which, being 
learned, makes clearer sailing. For ex- 
ample, if he says he has $3,000, you can 
suggest that a man in his position 
should carry $10,000; or, if he has $20,- 
000, he should have at least $40,000 or 
$50,000, always remembering that it is 
much easier for him to bring you down 
in amount than it is for you to lead him 
up. Even figures, such as the ones men- 
tioned, are the best to take, for they 
will stick in & man’s memory; and, 
while they may not be productive at the 
time, will often bear fruit later. 

lf a man carries no insurance, you 
should find out exactly why, and then 
reason with him accordingly. For ex- 
ample, if he says he is putting all his 
money into his business, argue the cer- 
tainty of insurance in the event of his 
death, and the uncertainty of his busi- 
ness; if he sayS he cannot afford any, 
point out its necessity; if—and this 
sometimes, though rarely, happens—a 
man says, “Let my family look out for 
themselves,” then is the time for your 
clearest logic and best powers of per- 
suasion. 

Seek Present Policyholders. 

Often it is cf material value to the 
insurance writer to have a “lead” to 
the prospect. The best “lead” possible 
is the fact that he is now carrying a 
policy in the Metropolitan, as it is al- 
most sure to furnish an interview. More 
than this, one’s ordinary debit isc worth 
while canvassing, because the average 
man who does at all well in the world, 
increases his insurance at least every 
two years. I recently talked to a man 
who had been written by five different 
companies in the past four years, and 
never twice ty the same company; in 
fact, he has never been canvassed for an 
increase by al. agent with whose com- 
pany he now nas a contract, and the 
amount of his insurance has grown 
from $5,000 to start with to $35,000 at 
the present time. But it is well to re- 
member that the time not to canvass 
for an increase is when the policyholder 
is paying his premium. In other words, 
in rounding up one’s life register, can- 
vass between tne dates for collection— 
not at the time. If insurance were free, 
every one wonid carry a million; and 
the cheaper it seems to the prospect, 
the more he will buy. A canvass when 
his premium is not due, makes the cost 
appear less. 

It is 
applications 


safe to say that nine out of ten 
ere written, because the 


writer impressed the prospect favorably, 
not only with his contract but with his 
personally. In 


selling ordinary the 





importance of this can hardly be over- 
rated. The agent must create the im- 
pression, first that he is an honest and 
truthworthy man, and second that he is 
an expert on insurance. Timidity is a 
thing to be left behind, for a visibly 
nervous or bashful man never inspires 
confidence, anc familiarity or cheeki- 
ness is also scrupulously to be avoided. 
Good personal appearance, careful but 
quiet dressing wil! help much, and ab- 
solute assurance that one knows, even 
better than tke prospect, what form 
and amount of insurance he should 
carry, will generally do the rest. For 
this reason, the agent should have 
made up his mind just what plen, and 
just how much he means to sell, pe- 
fore he begins his interview, and con- 
sequently shonid have the selling points 
at his tongue’s end. Thought and 
familiarity with the Rate Book alone, 
can bring this result. In connection 
with this it is well to remember that 
there is a Whole Life Special Class 
contract, which has many attractive 
features, and which often, in the case 
of liquor dealers for example, would be 
preferred to the customary 20-Year En- 
dowment. Ability to choose the right 
rate for the right man, and to jick out 
the one worth while spending time on 
back-calls, all go to make the good in- 
surance writer. 

When one has obtained the date of 
birth of a prospect—this should be on 
the first interview if possible, for three 
days before the change of rate is the 
ideal day for an interview—ani made 
up his mind as to the plan, then te com- 
pile a chart showing the total cost, 
continued insurance and paid-up values 
at the end of various years, will not 
only help close the case. but will also 
be of instruction to the agent. Best of 
all, it will appeal to the buyer as a 
businesslike proposition, and will in 
crease the reputation of the agent as a 
salesman. 

Another good point in closing a back- 
call, is to complete as much of the ap- 
plication as vou can before the inter- 
view. Then you can truthfully tell the 
prospect you will take but a _ few 
minutes of his time, and when you do 
close him, you will surprise him by the 
quickness with which it is done, and 
again add to your business reputation. 

Work Single Handed. 

Getting help from a deputy superin- 
tendent has never seemed to me a very 
good plan for ambitious ordinary 
writers. The admission (except as a 
new agent) that you are unable, single- 
handed, to manage a prospect’s case will 
not tend to create confidence in him 
He feels that he signs the application 
as the result of the deputy’s talk, not 
yours, and so you have no assurance of 
future business from your new policy- 
holder. On the other hand, the agent 
who, unaided, writes and places new 
business in substantial amounts, while 
at the same time he attends to all in- 
crease on the people he has already in- 


sured, is the ideal insurance salesman 
who represents a standard we are all 
trying to set, and the men who come 


nearest to it become best qualified and 
are most likely to succeed. 

Among the biggest sums of ordinary 
business place: during February in the 
Metropolitan Life were that of Engle- 
wood, over $131,000; Chicago South, 
over $144,009; Detroit’s $155,200; 
Utica’s $173,0u0, and Knickerhocker’s 
over one million. 





Prefers the Rate Book. 


That the direct soliciting of business 
is attractive from many standpoints to 
those qualified therefor, has been dem- 
onstrated and again by the re- 
tirement by men of official connections, 
to resume active field work. The latest 
to succumb to the lure of the rate book 
is Joseph H. Gray who voluntarily re- 
signs the agency superintendency of the 
Western States Life, of San Francisco, 
to actively canvass for business him- 
self. 


again 





Robert J. Mix, metro- 

Suppose’ politan manager at New 

You Don’t York city for The Pru- 

Come Back dential, in showing how 

simply the monthly in- 
come proposition can be presented, 
says: ‘ 

“Suppose that you found it necessary 
to go to Europe, to remain a year, 
would you or would you not make ar- 
rangements before starting so _ that 
your wife and children 
any) would receive on the first of every 
month 
provide for all the running expenses of 
the home for that particular month? 

“There isn’t a doubt but that if that 
question were put to you, you would 


(if you wave} 


a sufficient sum of money to} 








answer “Yes, I certainly would make 


some such arrangement.” 


“You admit, then, that you 


would | 
make some such provision provided you | 


were going to Europe to be gone a} 


year. You would doubtless do the same 
if you were going West to be gone a 
month or two. . 
“Suppose you knew that that trip 
was to last not one month, two months 
or a year, but was to last forever. Sup- 
pose you knew that you were never 
coming back—would you or would you 
not be very careful before you left 
home to make sure that a sufficient 
monthly income was provided for your 
family? Will you admit for a moment 
that you would make no such provision 
—that you would leave them _ to 


struggle along the best way they could | 
without you? It is not conveivable that | 
any man with a spark of decency in 


his make-up would think of doing such 
an outrageous thing as that! 

“Now, dear sir, have you any assur- 
ance whatsoever that to-morrow or the 
next day or next week or next month, 
you will not depart on that journey 
from which no man ever returns? 

“Is the picture painted too strong? 
Is not this long journey one which you 
and every other man has got to take 
some day whether he wants to or not? 
Have you—has any man—a right to 
wilfully shut his eyes to that prospect? 
Have you—has any man—any right to 
neglect this opportunity (which he has 
to-day and may not have next week) 
to provide through a monthly income— 
a monthly annuity—safe and sure pro- 
vision for the wife and children?’ 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


— The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000,000, 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most cop- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divyi-_ 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including Over 
half a million dollars in dividends to 
policyholders. 
“The Com’cl & Fin’cl Chron,” 1-25-13. 








For Agency apply to 


GEORGE W. MURRAY, Supt. of Acts. 
256 Broadway, New York, N. Y, 











UNEXCELLED IN 
Favorable Mortality 


—AND— 


Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 











BERKSHIRE 
LIFE 
INSURANCE 
COMPANY, 
Pittsfield, 
Mass. 





Liberal Contracts to Productive Agents} | 


If unattached and interested, kindly give : 
us your name, age, address, state experi- i 
ence and furnish references, and a proposi- 
tion for an agency, if in authorized territory, 
will be submitted. 


W.S. WELD, Superintendent of Agencies 


W. D. WYMAN, President 








Are you in the business to stay? 


ing your whole career; 


way of commissions; 


his money. 


34 Nassau Street - - 





SOLICITING INSURANCE FOR 


The Mutual Life Insurance Co.of New York 


IS ONE OF THE MOST LUCRATIVE OF CALLINGS 


The oldest Company in America, which began business seventy 
years ago, is bigger, better and stronger now than ever before, and 
will be still bigger, better and stronger seventy years hence; 

Not the Company which YOU must introduce, -but the Company 
which introduces YOU wherever you go; 

The Company whose better selling policies earn most for you in the 


The Company which furnishes the insured the largest protection for 


FOR TERMS TO PRODUCING AGENTS, ADDKESS 


GEORGE x DEXTER, 2d Vice-President 


Choose a Company good enough 
for you to stay WITH, and strong enough to stay with YOU, dur- 





New York, N. Y. 
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HOLDCRITICISM UNWARRANTED 


REPLY OF PRESIDENT E. W. ALLEN. 








Head of New York Assogiation Denies 
Allegations Made by C. J. Edwards 
—Position of Latter, 





A sharp reply to the criticisms made 
of the executive committee of the Life 
Underwriters’ Association of New York 
ty Charles Jerome Edwards, has been 
made by E. W. Allen president of the 
erganization. Mr. Allen’s letter is re- 
produced herewith: 

April 16, 1913. 
Charles Jerome Edwards, Esq., 
204 Montague Street, 
Brooklyn, N. Y. 
Dear Mr. Edwards:— ? 

Your letter of April 10th, addressed 
to Edward W. Allen, president, and 
Julian S. Myrick, chairman Executive 
Committee, has been received and sub- 
mitted to the Executive Comittee at a 
meeting of said committee, held in the 
office of .President Allen, at twelve 
o'clock noon, April 15th. 

The committee feels that you have 
done them a great injustice in that you 
have given publicity to the letter ad- 
dressed to the committee. Your criti- 
cism of the action taken by the com- 
mittee we believe to have been un- 
warranted. 

We will not here enter into a dis- 
cussion of the merits of the proposed 
amendment to Section Ninety-one; suf- 
fice it to say that the proposed amend- 
ment hag been endorsed by the Execu- 
tive Committee of the Life Underwriters’ 
Association of New York, you only dis- 
senting, and endorsed by the officers of 
the Life Underwriters’ Associations in 
Buffalo, Rochester, Syracuse and Utica. 
It also has the unqualified endorsement 
of the Insurance Department of the State 
of New York, and we refuse to believe 
that the judgment of the Department 
and all of the above-named bodies are 
erroneous, 

In your letter you state that the com- 
mittee “acted without authority,” “with- 
out precedent,” and that its action “is 
as improper as it is misrepresentative.” 
At a meeting of the Association, held 
on the night of January 28th, after a 
lengthy discussion, a resolution was in- 
troduced by William F, Atkinson, re- 
ferring the brokerage matter to the 
Executive Committee “with power to 
act.” It thus appears that this particu. 


lar matter was at that time referred to 
the committee “with power to act.” If 
the committee had been in doubt as to 
what action it should take, it would have 


referred the matter back to the Associa- 
tion for instru¢tions, but the committee 
(with one dissenting voice) was unani- 
mous, and the importance of the matter 
made prompt action necessary. 

We are not unmindful of the valuable 
service you have rendered to the Life 
Underwriters, both local and National, 
but we believe you should not have 
written any such letter to the commit- 
tee, and most positively should not have 
given publicity to the same. 

Yours very truly, 
Edward W. Allen, 





President. 
Mr. Edwards’ letter, copies of which 
he sent to insurance papers, was 


vituperative and challenged the right of 
the officers of the Association to take 
any action on the matter, declaring 
that it was “usurpation.” He said in 
part: 

“It is with much regret that I am 
compelled to enter formal protest 
against the action of the Executive 
Committee in assuming to appoint a 
sub-committee of their number to 


appear before a Legislative Committee 
at Albany, in support of a proposed 
amendment to Section 91 of the Insur- 
ance Law. 

“Irrespective of the virtues of this 
proposed amendment, or the criticisms 





against it, the action of the Executive 
Committee is wholly without authority, 
as it is without precedent; and it ig im- 
proper as it is misrepresentative. 

“Nowhere in the constitution or in 
the by-laws are any powers whatever 
delegated to the Executive Committee; 
their function is merely that of a sub- 
committee to attend to the details of 
Association work, to consider and 
‘recommend to the Association what- 
ever they may deem important for its 
action.’ 

“Is it too much to ask of the reliable 
and conscientious managing agent and 
soliciting agent that he should exercise 
possibly a little more caution and go to 
possibly a little more trouble in the 
securing of the one or two extra 


‘licenses he may require in order to 


place his ‘surplus’ business, rather 
than let down the bars so that there 
may be a cessation of company direc- 
tion and responsibility, and the intro- 
duction into the business of the light- 
ning specials and unsatisfactory men 
and methods, or the return to the field 
of those men who left it during the 
lean years of 1905 and on, who would 
not come back and demand from men 
like yourself and myself, and our fellows 
a liberalizing of the field for them? 
“We sometimes hear vague reports 
of rebating, and some of our friends 
talk about it knowingly. There is, I 
suppose, and always will be a few or 
occasional cases of rebating. or other 
infractions of the statute. However, 
the one way to create a return to the 
rebate is to secure the introduction 
into the business, or the return to it of 
men who have nothing in common with 
the principles of our Association and 
what it stood for, and no recognition 
of the supreme effort that has been 
made by us men to maintain and up-, 
build the field service. 
“There is only one thing that makes | 
rebates, and that is large brokerages | 
on first year’s premiums. If there is | 
any one thing that protects the rebater | 
it is his ability to do business in a) 
round-about manner and hiding his 
identity by placing business in other 
companies than the one for which he 
was actually licensed. Your proposed | 
blanket form of license for agents will | 
more nearly approach a return to the | 
unhappy field conditions of the past 
than any action that I can imagine, 
and for the very reason that you stated 
the amendment is proposed by the | 
officers of the Association in order to | 
make proper and legitimate certain | 
actions which heretofore have been | 
contrary to statutory provisions. | 
“The Life Underwriters’ Association | 
of New York should stand as a trustee | 
of all the life underwriters in the City | 
of New York and is in a great degree | 
representative of the underwriters of | 
the State. May I point out that our)! 
Executive Committee has no business 
to consider what is best for it, and its 
individual members? Further, our As- 
sociation has no business to consider 
what may seem best for it as an Asso- 
ciation or its members individually. 
“It was our Association that stood 
in the vanguard of opposition to the 
proposed unhappy and discriminatory 
legislation of the Armstrong Com- 
mittee. It was our Association that 





ing of local agents, was approved at the 
April meeting of the organization on 
Tuesday. Mr. Edwards spoke in oppo- 
sition, but the majority of his associ- 
ates refused to stand with him. 

Short Speeches by Successful Men. 


The feature of the gathering was the | 


brief, pointed and decidedly interesting 
addresses made by several field 
who have won conspicuous 
with the rate book. 
their respective subjects were as fol- 
lows: E. M. Carrol, “Certified Account- 
ants, Why Not Certified Life Insurance 
Agents.” 

J. R. Robbins, 
Solicitor.” 

Lawrence Priddy, “Field Methods.” 

William F. Atkinson, “Monthly In- 
come Policy.” 


success 


“Experiences as a 





INCREASES ITS SURPLUS. 





Detroit Life Now Has Fund of $117,431 
—Action of Stockholders Strength- 
ens Company. 





The Detroit Life recently added $105,- 
000 to its surplus account strengthen- 
ing the Company in respect to its pro- 
tection for its policyholders so that its 
surplus is now $117,431. At a meeting 
of the stockholders of the Company in 
February the transfer of this amount 
from the capital was authorized. 

The latest financial statement of the 
Company shows that it has assets of 
$288,281, which is equivalent to $512 of 
admitted assets to every $100 of lia- 
bilities. The Detroit Life was organ- 
ized two years ago and has passed the 
six million dollar mark in written busi- 
ness. It had business in force of $5,224 - 
000 on January 1 and has written more 
than $500,000 since that date. 


men | 


The speakers and | 
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FIRST MUTUAL 





Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law,. and 
offers the very best possible 


security, 


equitable 


with a safe, 
contract 


FINANCIAL STATEMENT 


Assets Jan. 1,1913..... 


Liabilities..... 
Surplus........ 


$61,418,397.99 
67,329,587.56 
4,088,810.43 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W.A 


LLEN, Manager 


220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 
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National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON 
President 


THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


Home Office: 
mal Life Bidg., Chicago 


Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company 
There are feW companies as *ubstantial and none with more desir- 
able contracts for the right men. Our policy ontracts are the most 
attractive issued 


Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 
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GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


Insurance in Force (Paid for basis) - $16,035,731 
Business Written During 1912 - 


539,980 


Houston’s Oldest, Largest and Most Successful Life Insurance Company 
Success Merits Confidence---That’s All ! 











maintained its representation in Al- 
bany during the legislative: sessions 
of 1907 and again of 1908. It was our 
Association and its unselfish members 
who gave of their time, of their in- 
fluence and of their money to make 
for the benefit of all life underwriters, 
irrespective of Association member- 
ship or company connection. 

“And, therefore, I reaffirm my post- 
tion that our Association is a trustee 
and must consider all questions from 
the standpoint of what is best for all 
life underwriters, and for the institu- 
tion of life insurance as a whole.” 

Sustains Executive Committee. 

By a substantial majority the action 
of the executive committee of the Life 
Underwriters’ Association of New York, 
in urging certain amendments to the 





present State law governing the licens- 








Statement as of January Ist. 
few openings for ambitious, energetic, 
ability. 





PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, 

Cc. H. ELLIS, President 

Has just completed a most successful business year. 

shows a phenomenal record achieved in the Insurance World. 

The Pan-American Life Insurance Company has a 

live Life Insurance Men of 
For further particulars address: E. G. SIMMONS, Vice-President, 

WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 
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Surplus to Policyholders 





ANTONIO 


San Antonio Life Insurance Company, “*AX38 


HENRY-A. HODGE, President 


Insurance in Force, $4,715,584.00 


= * > > 
$388,324.02 2064 policies, with prems., $163,100.92 
GAINS DURING 1912 
Assets Premium Income Interest Income Policy Reserves 
$57,088.47 18,704. 1 $6,806.67 $64,529.10 
INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1910—$126,085.00 1911—$485,915.57 1912--$548,004.04 
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HINTS TO BUSINESS GETTERS 





There is a double injury 


Wasted in having a high lapse 
Efforts ratio, for it not only rep- 
in Lapses. resents absolutely wasted 


effort, but it represents 
an enormous expense for the agent 
and the company. Referring to this 
matter a writer in the Pacific Mutuai 
Life says: 

“The figures are now before us show- 
ing the average second year lapse ratio 
on business written on the first ten 
months of 1911, and it may as well be 
admitted at once that the showing is 
disappointing; the improvement over 
the corresponding figure for the pre- 
vious year is only the half of one per 
cent. 

“The cause is only too obvious. There 
are about ten agencies out of the fifty- 
one writing for our Company who. pay 
so little attention to quality that nearly 
half their business fails to renew. 
These men apparently think that as 
long as a big bunch of applications 
goes forward each month their stand- 
ing with this Company will rank very 
high. 

“We wish we could convince these 
gentlemen that the Company cares 
nothing for a record which exists only 
on paper. It costs money both to the 
agency and the Company to put new 
business on the books and unless it 
renews it had better not have been 
written. 

“Here is an agency in which out of 
$142,000 there has lapsed $63,000; and 
again one with $126,000 lapsed out of 
$312,000 written, and this in one of the 
finest sections of the United States. 

“The trouble is that the agents who 
wrote this business have not taken the 
question of probable renewal into ac- 
count when the prospect was being 
solicited, and the effect of such lapses 
on the agency is far reaching. These 
lapsed policyholders are not your 
friends, they don’t boost for you, the 
more there are of them in your terri- 
tory the harder it is to write insurance. 
Such territory is like a farm which has 
been badly tilled for years until the 
owner finally abandons it because he 
cannot make even a bare living out of 
it and takes a long time for the most 
capable successor to bring the land 
back into condition again and to se- 
cure the crops which await and can 
certainly be got by the right man.” 

* . . 


The manager must be 
The Manager an executive man and 


Who Makes have his force well 
a Success. organized from the 
office boy up. 


Each man pulling his end and al! 
pulling together, harmony being the 
keynote. It is better.to get rid of the 
best producer than have friction among 
the staff. 

Second, enthusiasm—nothing counts 
like keeping the men in good spirits, 
and when one begins to show discour- 
agement, don’t abuse him, but have a 
heart to heart talk with him; point out 
the record of some agent, of the same 
capacity that he is, and ask him to 
meet it, and say that you have confi 
dence to believe he can do it, and that 
you are interested in his success. 

Special weeks, if not too frequent, 
are a help to bring the man up that is 
behind. When a special week is asked 
for, have each man pledge himself for 
just what he intends to work to get 
(nothing more). 

Have the confidence of your staff so 
they will not think you ask for any- 
thing unreasonable. Have each man 
understand that hig time belongs to 
the Company six days in each week 
and that you expect regular steady 
work. 

To sum up, organization, harmony, 
enthusiasm, special weeks, kind, court- 
eous treatment, confidence between the 
manager and staff—E. T. PARHAM, 
Superintendent, Life Ins. Co. of Vir- 
ginia, Danville, Va. 


1. He believes it is his 


For the duty to provide his family 
Man of with the necessary com- 
Family forts of life—food, cloth- 


ing, etc., while they need 
his protecting care. This the sensible, 
self-respecting man will do if he lives. 

2. He believes it his duty to carry 
fire insurance on his home and prop- 
erty—a duty no one will question. 

3. Life insurance for the husband, 
the bread-winner, guarantees an estate 
for old age, protection to and for his 
family, as fire insurance protects the 
home and business. 

4. Fire insurance statistics show 
that the ratio of fire losses per annum 
is only 1 to 1,000. Life insurance rec- 
ords show the ratio of deaths to be 16 
per 1,000. 

5. The man who has insurance in 
a good, legal reserve company has not 
only protection for his family, but at 
the same time is adding to his estate 
an investment of more value than can 
be immediately available to supply 
family comforts and necessities than he 
can give them in any other manner at 
the same cost. 

6. The limited payment life and en- 
dowment plans provide the best forms 
of policy for the insured between the 
ages of 18 and 45. They give the in- 
sured an estate for full amount of pol- 
icy from the beginning, and guarantee 
cash and non-forfeiture values every 
year from the third year to the end of 
paying’ period. 

7. The guaranteed conditions, liberal 
provisions and benefits, with the in- 
creasing reserves, surplus and divi- 
dends to policyholders make Fidelity 
policies a source of income as safe as 
a government bond.—Lew Strayer, 
Johnston, Pa., agent Fidelity Mutual 


Life. 
* on & 
The payment of a claim 
Payments opens up a mass of 
a Source of opportunities that the 
Increase. alert agent will not 


neglect. 

Conditions ,are peculiarly favorable 
to successful canvassing after a claim 
is paid. The family, relatives, friends, 
and neighbors of the deceased have all 
had a graphic, first-hand demonstration 
of the value of life insurance. They 
have seen its results in actual opera 
tion. It is no longer a theory with 
them. They have, perhaps, been too 
much inclined to look at the premium- 
paying side of it, but the sight of the 
Company’s check more than offsets 
this objection. 

The emotional] state of mind in which 
the death of one we have known and 
loved leaves us makes the protective 
appeal of life insurance especially 
compelling. The thought of what 
might have been but for the life in- 
surance money is a knockdown argu- 
ment in favor of immediate application. 

Applications for additional insur- 
ance from the family of the deceased 
should be especially easy to secure; 
and when the prospect has only indus 
trial insurance, the advantages of 
ordinary should be strongly presented. 

Tactful handling is, of course, neces- 


sary. It igs well not to be too precipi- 
tate, or the prospects might take 
offense. This, however, is a matter 


that the agent can easily determine, 
and judicious handling of the situation 
will result most favorably.—The Pru- 
dential Record. 


A form of life insur- 
ance that appeals 
strongly to parents of 
young children and 
which serves as a capital introduction 
to other business, is endowments for 
children, the peculiar merits of which 
are thus set forth by Vice-President R. 
W. Stevens of the Illinois Life, to the 
field force of that Company: 
“Oftentimes a prospect who feels that 
he has all the insurance that he cares 
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April 2, 1910 .... $474,657.50 
Ss | oe 823,258.38 
dem. 1, 1912..... 1,369,388.76 
See. 1, 2088. 6056 1,764,449.71 
April 1, 1913 1,780,400.33 


Insurance in Force 





(Paid for) 
April 2, 1910..... NONE 
Jan. 1, 1911 $1,830,206.00 
ak. G, BOER. 05s 5,544,706.00 
om. 3, S088: ...% 12,674,411.00 
April 1, 1913..... 14,232,638.00 
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$9,015,955 


ARTEMAS R. ROBERTS 


President and Actuary 





to carry on his own life can be inter- | 
ested in a proposition to take an en- 
dowment policy on the life of 2 minor 
child with the idea that soon after the 
child reaches maturity there shail be a| 
cash payment available which will be! 
very handy and useful either in com- | 
pleting an education or in entering} 
business. 

“As you are of course aware _— 
policies are issued on persons under the | 
age of 21 the premium rate is the same} 
as of age 21, also that when, as it some-; 
times done, an endowment policy is is- | 
sued on the life of a person under the} 
age of 18 full insurance benefits are | 
not granted until the age of 18 has been | 
attained and a satisfactory medical ex: | 
amination has been passed. In the} 
event that death occurs under a child’s | 
endowment prior to the taking of the | 
examination and the admission of the | 
child to full insurance benefits the con- | 
tract provides for the return of the 
premiums paid only. 

“In the case of those men you know 
who have very young children jou will 
not find much difficulty in interesting 
them when you present the subject of 
an endowment policy on the life of the 
child; and aftcr the child’s endowment 
contract has heen explained and the 
parent has become interested, then the 
thing to do is to suggest to the father 
that it would be a better investnient for 
him to take the endowment insurance 
on his own life payable to the child 
than to take the child’s form of endow- 
ment. 

“Assume for example that the father 
is 35 years old: The 20 Year Kndow- 
ment premium for a child is $49.49 per 
thousand, and if it should be that the 
child is only one year old seventeen pre- 
miums would have been paid before the 
child would be eligible to admission to 
full benefits under the policy; whereas, 
at the age of 45 the Company will issue 
a policy with full insurance benefits 
for an annual premium of $51.44 per 
thousand, which means, as you can 








DO THE WORK 





are offered remunerative posi- 
tions as field representatives in 
desirable territory. Good places 
are always open to the right men 

those who can produce applica- 
cations and collect premiums. 
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point out to the parent that the death 
benefit in reality costs him onty $1.95 
per thousand: and further, as you 
should explain, his chances of death 
during the endowment period are far 
greater than those of the child. 

““By using the child’s endowment pol 
icy as an interview getter you will find 
it much easie* in many cases to get the 
patent interested in insurance than if 
you went straight after him for insur 
ance on his own life, and the real pur 
pose of suggesting the child’s endow- 


ment is to place a policy on the parent's 


life.” 
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HOW | DID IT. 


Some Men Who Made Records Tell 
Their Personal Experience in 
Soliciting Business. 





A number of men who recently made 
exceptional records for the Prudential, 
told for the benefit of other agents, 
how they went about the task of head- 
ing their districts: 

w. GORSKI, Buffalo—It is not so 
yery easy to show the real and actual 
causes of success. Many things we do 
unconsciously, you might say instinc- 
tively, things accomplished by some 
natural qualities or opportunities not 
given to others. The main success in 
our business must be ascribed to the 
splendid standing of our company, the 
splendid contracts that it offers to the 
public, and last, but not least, in our 
district, to the unequaled leadership of 
our expert superintendent. Whoever 
will work according to Mr. Joyce’s in- 
structions, his success will be assured, 
and following his advice I may call the 
principal reason of my success 

As to my personal efforts, I always 
try to make friends wherever I go, and 
I always try to oblige every one, 
whether he is a prospective customer 
or not. I gladiy serve as an interpreter 
for a foreigner if he needs me, and, 
being a friend to others, others become 
my friends. { am taking active part 
in the life of societies, National and 
religious, and make friends in these 
societies by being friendly. I try to be 
very considerate toward by agents, 
whom I always treat fairly. 

As a last reason and cause for my 
success, Which may be the most im- 
portant, is absolute honesty and truth- 
fulness in dealing with my clients. 
There are no misrepresentations, no 
lies, no false promises, but accuracy in 
granting to every one whatever is due 
to him. 

Ss. S. MARSHALL, Bloomington, II. 
—I believe the scientific law of success 
in our business. as well as in any other, 
is based on our love for humanity, and 
he who loves hardest achieves most. 
Until we are in a position to realize 
the widow’s burden and say, “I fore- 
saw this to the extent that exertion for 
your sake was a duty I owed to human- 
ity. Life is now more liveable for you 
under your present conditions than it 
would have been had your husband not 
protected you and the children with a 
good Prudential policy.” 

When you have converted yourself to 
realize fully what this means, you are 
in a position to secure interviews, and 
every one who loves wife, mother and 
children is to you a prospect. No min- 
ister of the gospel can bring more con- 
solation into a home bereaved by death 
than the Pruéential man. His service 
in insuring the husband and father will 
help to keep the home intact, help to 
educate the children and his memory 
will be revered, all because he 1 oved 
humanity. 

Love of humanity is the mainspring 
of success, while other features, such 
as tact, perseverance and energy are 
helpers. 

Familiarize your prospect with the 
contract by using such terms as can be 
understood by him, plain and simple. 
Then after you have drawn his atten- 
tion to his responsibility to his family, 
the psychological moment has arrived 
for you to say “Write your name here.” 

K. E. WESTBERG, Chicago.—Our re- 
sults this year were accomplished by 
pulling together and with every agent 
interested in the welfare and record of 
the assistant. 

The original idea of the staff was to 
lead the office for the year, but as time 
progressed our ambition grew, first to 
lead the division and then to lead the 
country. 

In order to get the results every agent 
was expected to secure at least one or- 
dinary application each week, and this 





meant work, tke best tonic for any in- 
surance man. 

Self-reliance is a big asset in an 
agent’s make-up, especially when com- 
bined with coniidence and with an eager 
and cheerful disposition to overcome 
every obstacle. 

We regard the debit as certainly the 
best field for writing more insurance 
as the policyho!ders may be considered 
as friends, providing the agent is cour- 
teous at all times and always has the 
interest of his policyholders uppermost. 

The assistant superintendent should 
consider his staff both in its individual 
capacity and as an organization, and by 
kind treatment make a “booster” of 
each one. 





Facts About Straight Canvassing. 


By W. P. Hough, Bridgeport, Conn. 

Canvassing is a vital necessity in 
securing both ordinary and industria] 
insurance. Show me a man who can- 
vasses daily and 1 will show you a man 
who receives a fat envelope every Sat: 
urday. The man who canvasses is bound 
to win. The man who canvasses will | 
find nuggets of gold and often dia-| 
monds in the canvassing field. 

Here is a powerful lesson to the man 
who fails to follow up hig ‘ er | 
and a bit of experience to illustrate: 
At one time my assistant with his staf | 
(among whom I was numbered) went | 
canvassing on Friday. The first home | 
1 canvassed was a very pretty one.| 
An elderly lady, a middle-aged lady | 
and two children were seated on the | 
back veranda. I made my business | 
known, gave them some reading matter | 
and a good, old Prudential talk for | 
fifteen minutes, with the result that 1) 
wrote an application on the mother for | 
65 cents, on the daughter for 25 cents | 
and on the children for 10 centg each, | 
putting a gold nugget worth eighteen | 
dollars in my pocket—pretty good pay 
for fifteen minutes’ work. Some one | 
had been along and sown the seed and I | 
reaped the harvest. Now, I never! 
would have found that business in a 
world if I hadn’t canvassed that day.. 

The skillful two-handed worker is 
ever ready for any class of “prospect. 
One day while canvassing for indus- 
trial a lady invited me in. She said 
she didn’t care for industrial insurance, 
but would like some ordinary. I wrote 
her immediately for a twenty-year en- 
dowment, annual premium. I put a 
ring on my finger worth $16.80— pretty 
good for a straight canvass. You may 
not get cases like these every day, 
but prospects, my dear agent, you can 
get by the hundred if you will. 

Here is proof that there is money in 
straight canvassing and it is another 
true incident: Not many years ago a 
young man started in the service of 
The Prudential. He said: “Mr. Hough, 
if you can prove to me that there is 
money in a straight canvass I’ll stick 
to the business. I am from Missouri.” 
I said that I could prove it and I did. | 
We canvassed one Friday forenoon. | 
secured several prospects, called on 
them one night during the following 
week and wrote a dollar’s worth of 
business. He made $15 in a half-day’s 
work. He was much pleased and said, 
“I am satisfied it can be done.” This 
man ig now an assistant superintend- 
ent in Boston, and a right good Pru- 
dential man is he. It is our business 
brother agent, to find people who do 
not desire insurance and to create the 
desire. : 

Good salesmanship consists in cre 
ating a desire for that which you have 
to sell. A young lad who sold a suit 
of clothes during his first day as a 
clerk told his father at night what a 
great salesman he was. His father 
asked him, “Did the man desire the 
suit? “Yes, sure he did,” was the 
reply. “Then any one could have sold 
him a suit. When a man comes into 
the store and doesn’t desire a suit and 
you create the desire and sell him a 
suit, then, my boy, you are a salesman 
and can gell clothes.” 











THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1912 was: 


536 per day in Number of Claims Paid. 








6,765 per day in Numbér of Policies 
Issued and Revived. 

$1,605,814 per day in New Insurance 
Issued and Revived. 

$256,199.67 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$145,616.61 per day in Increase of 











Assets. 
METROPOLITAN LIFE INSURANCE COMPANY ; ; 
HOME OFFICE BUILDING JOHN R. HEGEMAN, President 
J. G. WALKER, President W. L. FP. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Ist Vice-President A. S. HURT, Secretary 
B. H. WALKER, Assistant Secretary 


The Life Insurance Company of Virginia 


ORGANIZED 1871 





Home Office - - RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
The PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their provisions and their values are absolutely 
guaranteed 

er $8,470,628.54 
Liabilities . Leseaeea 6.902.826.3235 
Capital and Surplus 1/478.002 19 
Insurance in Force.. 85,963.852.00 
Total Payments to P« liey he Ide 12/5 865,513.35 


















No long sermon kyZbo 
sia — 


is needed WiFE INSURANCE COM 


OF GOSTON MASSACHUSETTS 


to prove the salability of our Policies. 


WILLIAM N. COMPTON 


More than two million of them in General Agent 
Metropolitan District 

St. Paul Bldg., 220 Broadway 

ness day. NEW YORK, N. Y. 


force—hundreds more written every busi- 

















The Western and Southern Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI, OHIO 
The Largest Industrial Company West of the Alleghenies 
Also Issues All Standard Forms of Ordinary $500 to $10,000 














ORGANIZED 1888 
Growth during past 20 Years 
ASSETS INCOME 
Dec. 31, 1892 $ 133,281 1888—1s92 $ 470.716 
Dec. 31, 190% 876,007 18 1902 4,603,278 
Dec. 31, 1912 6.695921 1903-1912 By ty?! 
INSURANCE IN FORCE POLICIES ISSUED 
Dec. 31, 1892 $ 2 7 ae ISSS—1892 $ 128.397 
Dec. 31, 1902 22,374.98 1893—1902 803:231 
Dec. 31, 1912 61,484,358 19 1 1.258.518 
AGENTS WANTED in the principal cities of Ohio. Kentucky, Soditianm , 
West Virginia and Western Pennsylvania 
Revivals. “Managers’ Month” for Fidelity Mutual. 
This is the season for every one in 
the field and at the home office to give Nobly did the field force of the Fidel- 
serious thought to the revival of lapsed ‘ity Mutual Lire respond to the sugges- 
business. Many policyholders through tion that a particular effort be put 
conditions over which they had no con- forth to write business during March 
trol were compelled to lapse their poli- last, which was termed “Managers’ 
cies during‘the winter season, but with Month.” When final returns were in 
the return of spring and the regular it was discovered that the new busi- 
weekly pay envelope the premium pay- less W ritten amgregated more than §$2,- 
ment would be resumed, if the policy- 00,000, an increase of over 40 per cent. 
holder is offered the opportunity to re- compared with the figures of February, 
new the policy. 1913. 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
Bi £. Fladley, President ; G. A 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 





A BUSINESS PROPOSITION. 


Governor Major and Insurance Su- 
perintendent Revelle, of Missouri, re- 
fuse to consider impartially the atti- 


fire insurance company 
officials regarding the severe laws of 
that State, and insist that the under- 
writers are “bluffing” in their threats 
further in 
until statutes 
either or 


tude taken by 


business 
the 
repealed 


to writing 
the 


complained 


cease 
commonwealth 
of are 
modified. 

the business of Mis- 
resi- 
City, 
part, 


Once interests 


souri, and more especially those 
dent in St. Louis and 
realize fully, as they now do in 
what the of stock 
to grant further indemnity 
they are likely to address the governor 
in a manner that will force that official 
attitude in the 
he thus 


give 


Kansas 
refusal companies 
means, 


alter present 


what 


to his 


matter, and to do has 
far failed dn, & @, the 
ments made by the underwriters 
thoughtful consideration 
ness requires. 

The fire 


been 


state- 
that 
their serious- 


to 


insurance companies have 
in building 


business throughout Missouri, and they 


years up an agency 
would not lightly assume an attitude or 
perform an act that would place it in 
jeopardy. To assume the contrary, as 
apparently Governor Major and Super- 
challenge 


is to 


the 


do, 
of 


intendent Revelle 
the 


underwriters. 


sense managing 


common 





AGENTS’ COMMISSIONS. 





Insurance Commissioner McMaster, 
of South Caroiina, says that the first 
year commissions of life insurance 
agents are excessive and he succeeded 


in having a committee appointed, at 


the recent meeting of the National Con- 
Insurance Commissioners, 


vention of 


which is to investigate the matter. Com- 
missioner McMaster must have a very 
short The of 
pensation of insurance agents 


memory. subject com- 


tife was 
very thoroughly considered at the time 
of the Armstrong investigation, and the 
result as found the present New 
York laws is generally considered as 
being a strict limitation. No one, here 


in 


tofore, has questioned its adequacy in 





limiting that phase of the expense ele- 
ment. 

The importaace of having a consider- 
able degree of intelligence available in 
the selling of life insurance, is a mat- 
ter that is given too little considera- 
tion, perhaps. Life insurance is a great 
study and it takes some capacity to un- 
derstand it properly. Add to this essen- 
tial, the necessary qualities of salesman- 
ship, and the specifications are seen 
to be those of a very exceptional per- 
son. Here is a combination of talents 
that is not readily found and all too 
often less easily secured and held when 
discovered. 

A life insurance salesman who fills 
the requirements is a man who must 
receive remuneration in proportion to 
his ability he will go elsewhere 
where he is very much desired. There 
are big calibre men in the life insur- 
@ace business to-day because the op- 
portunities are attractive. Small oppor- 
tunities bring small men and small 
business results. If some enterprising 
commissioner would secure a reduction 
in the taxes imposed by the States on 
the life companies, there 
would be a surprising lessening in the 
cost of life insurance, not only the first 
year but in ali succeeding years. 


or 


insurance 





NEIL D. SILLS’ WESTERN TOUR. 





Opens at Little Rock April 29—Will 
Cover Pacific Coast and 
Northwest. 





President Neil D. Siils of the National 
Association of Life Underwriters will 
start on his Western trip next week to 
visit the local life underwriters asso- 
ciations throughout the West and the 
Pacific Coast. President Sills itinerary 
is as follows: 

April 29. Arkansas Life Under- 
writers’ Association, Little Rock, Ark. 

May 1. Life Underwriters’ Associa- 
tion of Western Arkansas, Fort Smith, 
Arkansas. 

May 3. Oklahoma Life Underwriters’ 
Association, Oklahoma City, Okia. 

May 5. Wichita Life Underwriters’ 
Association, Wichita, Kansas. 

May 7. Colorado Association of Life 
Underwriters, Denver, Volo. 

May 10. Albuquerque, New Mexico. 

May 15. Life Underwriters’ Associa- 
tion of Los Angeles, Los Angeles, Cal. 

May 22. Life Underwriters’ Associa- 
tion of San Francisco, San Francisco, 
Cal. 

May 29. Life Underwriters’ 
tion of Oregon, Portland, Ore. 

May 31. Tacoma Life Underwriters’ 
\ssociation, Tacoma, Wash. 

June 2. Puget Sound Life Under- 
writers’ Association, Seattle, Wash. 


Associa- 





Western Union Fire. 


Seattle, Wash., banks it is announced 
by the promotors of the Western 
Union Fire, have consented to receive 
subscriptions to the Company, which is 
now forming in the city. The capital 


is placed at $1,000,000, in shares of 
$100 each par value. The stock will 
be sold at $200 thus providing a sur- 


plus, and allowing a commission to the 
promoters. 





Flitcraft Rate Book. 





The 21st edition of life insurance 
agents’ Vade Mecum, comprising pre- 
mium rates at all ages of issue, partici- 
pating and non-participating, for the 
usual policy jorms, with much other 
information that is invaluable to the 
agent, has just been published by A. J. 
Fliteraft, Oak Park, Ill. Single copies 
in leather binding cost $1.25. 





April 24, 1913. 








SOCIAL SERVICE 


What the Metropolitan Life Is Do- 
ing to Benefit the Human 
Race. 


Something of the great work that 
the Metropolitan Life is doing for its 
policyhoiders, along lines other than 
the collection of premiums and the pay- 
ment of policy obligations, wag told 
by Vice-President Haley Fiske, in the 
course of a recent gathering of the Com- 
pany’s representatives at Springfield, 
Mass. In part, Mr. Fiske said: 

“The social service of the Metro- 
politan for the benefit of the country 
at large was outlined in the installa- 
tion of the free nursing system; where- 
by trained nurses and medical atten- 
tion is given free to any holder of a 
policy of the company. Last year 
1,000,000 visits were paid to sick people 
throughout the United States by rep- 
resentatives of the Metropolitan, 6,000 
of these being in this city. Another 
campaign that is being carried on is the 
war against tuberculosis. Statistics 
show that in the three hours occupied 
by the banquet and speaking yester- 
day, six policyholders in the company 
have died from this disease alone, the 
average being two an hour. To better 
conditions the company is distributing 
millions of phamphlets, has installed 
exhibits at county fairs and has organ- 
ized the ‘Health and happiness league,’ 
all tending to show people what can 
be done to eliminate danger of tuber- 
culosis by sanitary conditions.” 





MAKING GOOD. 





A. M. Hopkins Produces Business in 
Fine Volume for the Reliance 
Life. 


That all fields are alike to the intel- 
ligent and energetic manager is again 
born out by the degree of success that 
has followed the transfer of A. Moseley 
Hopkins from the supervisorship of the 
Tennessee and Chesapeake Department 
for the Reliance Life, of Pittsburgh, to 
a like post with its Philadelphia-Sea- 
board branch, of which J. L. Taylor is 
the general agent. 

Here is the spirited manner in which 
Mr. Hopkins tells his agents of the ac- 
complishments of the past three weeks, 
and his expectations for the immediate 
future: 

“I took active charge here on March 
17th, 1913. Since that time our depart- 
ment has pro€uced up to April 5th in- 
clusive, the gratifying amount of $242,- 
500 examined life applications and $53, 
500 accident additions and all of this 
within three weeks—18 working days. 

“On April ist the Company amalga- 
mated the following departments: 
Chesapeake, South Eastern, Seaboard 
and Eastern Pennsylvania, and hereaf- 
ter, these merged departments are to 
be known as the Philadelphia-Scaboard 
Department. The Philadelphia-Seaboard 
Department includes in the territory 
under its supervision Eastern Pennsyl- 
vania, Maryland, Deluware, North and 
South Carolina, the District of Colum- 
bia and the Kastern portion of Virginia. 

“During the first five days of April 
our department examined $113,000 of 
life insurance applications. 

“Don’t you want an automobile? 
April is your opportunity. The $1,000 
cash prize to the department writing 
the largest paid business over its allot- 
ment should come to you too. It is to 
be divided among those who produce. 
Every man whe writes $50,000 of paid 
life insurance (annual basis) by Decem- 
ber 31st, 1913, gets $75 in cash and 
$100 in cash if he pays for $75,000 or 
over by that time. Also, he wins the 
honor of membership in the executive 
staff of the Company. This is worthy 
of great effort. This has been an- 
nounced already, but is worth remind- 


ing you of. Won't forget it. Keep it 
before you. 

“This department is entirely free 
from any ‘Blue Laws.’ You can ap- 





OF PERSONAL INTEREST 











Among other visitors of note to this 
city is J. Harvey .Patterson, vice. 
president and general manager of the 
Los Angeles Fire, of Los Angeles, one 
of the younger underwriting instity- 
tions of the Pacific Coast that has 
already given an excellent account of 
itself. Mr. Patterson gained his under- 
writing knowledge with such companies 
as the National of Hartford and the 
Camden Fire, of New Jersey,. and has 
profited thereby. Since leaving Los 
Angeles Vice-President Patterson visit- 
ed New Orleans, Philadelphia and other 
centers before coming to New York. 
He plans returning home via the 
Canadian Pacific Railway, thus girdling 
completely these United States. 





J. L.  Babler, 
agency 


vice-president and 
manager of the International 
Life of St. Louis, leaves for Denver 
shortly to complete arrangements at 
that point for the representation of his 
Company upon the Pacific Coast. 

The officers of the International Life 
are indefatigable in their efforts to 
advance its interests, and the results 
are apparent in the progress the Com- 
pany is making. President Massey 
Wilson recently returned from Nash- 
ville, where he went to close up certain 
details in connection with the merger 
of the Tennessee Life. 





Here is the way the Fidelity Mutual 
Life, introduces F. A. Wallis, of New 
York city, to its field staff: 

“On February ist, Mr. Frederick A. 
Wallis, well-known and highly respected 
life insurance man, took charge of the 
Fidelity’s New York office as Manager 
for Greater New York and Long Island. 
Mr, Wallis is an earnest, aggressive 
business man, combining broad experi- 
ence with natural abilities of rar 
quality, and gives promise of making a 
pronounced success in his new field.’ 





Hon. T, M. Henry, Insurance Com- 
missioner of Mississippi, in a recent 
circular letter to insurance companies 
operating in his State, writes: “No 
agent who would misrepresent his com- 
pany or policy in any respect, should 
be licensed and will not be licensed 
by this department when the facts are 
known, and I am trying to inform my- 
self.” 





John I. D. Bristol, New York man- 
ager of agencies for the Northwestern 
Mutual Life, of Milwaukee, is slated to 


address the next gathering of the 
Indiana Association of Life Under- 
writers. 





Every Man Feels a Little Prouder. 


“Many of us ‘kick’ when premium- 
day comes; many have rather freely 
and ignorantly assailed the life insur- 
ance companies for certain past errors 
of a few; but every man jack of us 
feels a little prouder of himself and 
much surer of the future of his family 
when he has got his policy; many of us 
repent b{tterly when we are too old or 
disease has caught us that we didn’t 
‘take out’ a plumper policy when we 
could; for the weaker or more prodigal 
of us life insurance is the only way of 
saving; therefore, more success to the 
companies and their indefatigable and 
persuasive agents, and may their rate 
books be as low and their doctors be as 
merciful as science permits.” — New 
York Sun, December 7, 1912. 


ihe office without even 
‘knocking at the door.’ Just come in 
‘We are all for one and one for all,’ 
and that one is the Reliance Life Insur- 
ance Company. Let’s show them what 
a really great department can do. Let’s 
stack up from three to five millions this 
year. Are you with me?” 


proach us in 














April 24, 1913. 






THE EASTERN UNDERWRITER 








~ FIRE INSURANCE DEPARTMENT 

















‘ARSON RING BROKEN UP. 


NEW YORK ATMOSPHERE CLEARED 
Energetic Work by District Attorney’s 
Office Rids Metropolis of Danger- 
ous Scoundrels. 





When finally aroused to the danger of 
the organized gang of firebugs that 
had been operating in New York city 
for a considerable time, the district 
attorney’s office moved swiftly and 
surely, skilfully the clues were follow- 
ed up, evidence produced that could not 
be denied, and conviction after convic- 
tion of the scoundrels secured. 

Reviewing the campaign recently As- 
sistant- District Attorney Weiler de- 
clared that the arson outfit in the city 
had been cleared up. “Izzy the Painter,” 
who was the tool of greater crooks than 
himself, was the first of the outfit to be 
sent to the penitentiary for starting 
fires. 

When “Izzy” was sentenced to a long 
prison term he was twenty-six years old. 
When he was at the height of his 
career he was twenty-one, said Mr. 
Weller. 

“A firebug must be a young man, with 
plenty of nerve and courage, and ‘Izzy’ 
Stein was no exception. He found that 
certain adjusters for the assured were 
ready to stand behind young men with 
criminal ideas who would not hesitate 
to jeopardize the lives of others by 
starting fires, and ‘Izzy’ prospered by 
this nefarious practice. 

“Perhaps it was his intention to 
make money or to save it, but he gained 
nothing and lost everything in the end. 
Even while he was making large fees 
as a firebug he could not keep the 
money. The stuss games of Second 
avenue and the poker games of Third 
avenue got it all. And now he is in jail 
and his wife and children the objects 
of Hebrew charity. That is oaly one 
example of thousands I might quote to 
prove that crime seldom pays.” 





OHIO LOCAL AGENTS ORGANIZE. 





Need for Taking United Action in 
Matters of Affecting Common 
Weal Appreciated. 





Appreciating the need for united 
action in defending their legitimate 
interests against the constant attacks 
made upon it by ill advised law makers, 
the fire and casualty agents of Ohio 
have organized “The Insurance Federa- 
tion of Ohio,” William S. Diggs of 
Cincinnati, general agent of the London 
Guarantee & Accident and the Massa- 
chusetts Bonding and Insurance Com- 
pany, and also general agent of five 
fire insurance companies, was unani- 
mously selected as president. One of 
the objects of the organization is to 
prevent undesirable characters engag- 
ing in the business of insurance to 
throw discredit upon it and to defend 
and protect the many men who have 
made the business a life study and a 
life work. Several meetings were held 
in Columbus preliminary to the organi- 
zation. 

The other members of the official 
family of the Federation besides Presi- 
dent Diggs are Lee Elloitt, Seville, O., 
vice-president; C. W. Bryson, Colum- 
bus, treasurer, and E. W. Davis, 
Cleveland, secretary. Members of the 
executive committee, in addition to the 
officers of the Federation named, are 
J. S. Stucky, Martin; J. M. McCord, 
Columbus, representing the Farmers’ 
Mutual Fire Association; J. M. Mac- 
intosh, Cleveland, representing the life 
insurance men of the State; T. D. 
Russell, Cleveland, representing the 
industrial, accident and health men; 
E. P. Hubbell, representing the casualty 
men; R, T. Huggard and N. T. Julian, 





Columbus, representing the field men; 
F. R. Metcalf, Cleveland, representing 
the personal accident and health men; 
F. R. Metcalf, Cleveland, representing 
the surety men. 


Cincinnati insurance men _ estimate 
that the Green compensation law, 
which puts the State into the insurance 
business, will cause a loss of thousands 
of dollars to the insurance agents in 
the State, perhaps millions, and will 
add heavy to the State. In addition, 
the State does not know what to do 
with the business, and will have to call 
in some practical insurance man to 
organize and maintain it, and it will 
cost money to get a man who is 
capable. 





INSURING MORGAN COLLECTION. 


Great Sum Needed—$50,000,000—Wil! 
Tax Insurance Markets of 
the World. 








Dispatches from London state that 
negotiations are under way for placing 
large insurances in the London market 
on the late J. Pierpont Morgan’s art 
treasures. It is believed that the total 
insurances on the collections will prob- 
ably exceed £10,000,000, ($50,000,000,) 
and on transactions of great size the 
London attitude is always an important 
factor. 


The insurances are to cover, first, 
the treasures, including books and man- 
uscripts, now in the private library off 
Madison avenue during their transit to 
the Metropolitan Museum and while 
they are housed there, and, second, the 
collections, including pictures, china 
and bronzes, already at the Museum. 
The principal risk covered is that of 
fire. 

Although the leading companies of 
underwriters are likely to accept large 
lines, the placing of such large insur- 
ances will tax the resources of all the 
insurance markets. 

It is understood that Mr. Morgan 
rarely if ever insured. Even his treas- 
ures when sert from the Victoria and 
Albert Museum to New York were not 
insured against marine perils, but J. 
P. Morgan, Jr., is accustomed to in- 
sure treasures for which he is respon- 
sible, and now, as trustee, he has, it is 
believed, given orders that all the col- 
lections be covered. 


SPECIAL HAZARDS. 








Peculiar Dangers in Cereal Mills Form 
Subject of Lecture at 
Chicago. 





Hazards peculiar to cereal. feed 
grinding, flour, oatmeal and alfalfa 
mills and starch factories, and how to 
detect them, formed the subject of a 
lecture by Joseph G. Hubbell, manager 
of the National Inspection Company, 
before the Fire Insurance Club of Chi- 
cago, on Tuesday evening. \ 





OPPORTUNITY TO GET MANAGERI- 
AL POST. 





(Continued from page 1.) 

crease its business in this country and 
in the hope that with this direct as- 
surance from me they will not allow 
themselves to be influenced adversary 
to the Company, but remain loyal to 
it, render to it the same faithful service 
and extend to my successor the same 
cordial support that I have enjoyed and 
for which in a last word I wish to thank 
you sincerely.” 

The Law Union and Rock, formerly 
Law Union and Crown, has _ been 
operating in the United States for a 
number of years, first under the general 
management of Hall and Hershaw of 
New York, and later under the direc- 
tion of Mr. Shaw, who formerly was 
Chicago representative of the Hall aad 
Henshaw office. 


his leader. 


Home Office 
80 Maiden Lane, New York 
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CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his strongest company 
That company is certain 


to be the Continental. 


HENRY EVANS, President 
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Fidelity-Phenix Fire Insurance Company 


OF NEW YORK 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office 
80 Maiden Lane, New York 
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HENRY EVANS, President z 
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Backed by almost 
sources, the Fidelity Underwriters 
policy is the strongest fire policy 
issued today. 


Gross Combined Assets 
Policyholders’ Surplus 


Home Office 
80 Maiden Lane, New York 











OF NEW YORK 








Western Office 
332 South La Salle St., Chicago 
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Western Office 
137 South La Salle St., Chicago 
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illimitable 


$42,215,116 
$23,589,661 


Western Office 
332 South La Salle St., Chicago 
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DINE J. L. WHITLOCK. 


manager for the “Old and Tried,” was 


Chicago on Monday. 
Thomas E, Gallagher, of the Aetna, Mr. Whitlock is held in high esteem 


er was Charles H. Case, former mana 


associates. 
acted as toastmaster. The first speak- for his many admirable 
ger of the Royal, who put Mr. Whit- will be a distinct 


field nearly forty years writing contingent 
He recalled many of their early 
as did G. H. Lermnit, 
manager of the Northern of 
London and president of the Western The Urbaine Fire 
Union, who said that in 1882 he had pany of Paris, France, 
sought to employ Mr. Whitlock as licensed to do business in Indiana. 








manager for the Northern, only to find 
—-- that he had already 

Veteran Manager of Glens Falls Guest Glens Falls. 
of Long-—Time Friends at Appreciative tributes 
Luncheon. lock’s service as an 
to his qualities as a citizen and friend 
On the eve of his departure for Glens were paid by John 
Falls, N. Y.. where he goes to assume Fireman's Fund, and George W. Law, 
his new duties ag vice-president of the of the Royal, F. J. Sauter, speaking 
Glens Falls Insurance Company, J. L. for the Blue Goose, 
thirty years Western Whitlock with a sapphire and diamond 
scarfpin, to all of which Mr. Whitlock 
the Illinois Pond of the made a feeling response, 
luncheon given ip his regret at leaving Chicago and his 


underwriter and 


heart and head, and his leaving Chicago 


Admitted to Indiana. 
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DECIDE UPON HIGH PRESSURE Wiss Sowa be made so strone that the 


$40,000 GRANTED FOR SERVICE. 








Detroit Also to Spend Money for 
Additional Fire—Fighting Appa- 
ratus. 

An award of $40,000 having been 


secured, work upon the installation of 
a high-pressure water service for 
Detroit, Mich., will shortly be under- 
taken. It was figured that the plans 
of the fire commissioners would re- 
quire $50,000 for their consummation, 
but the Board of Estimators loaned 
$10,000 off the amount, which sum will 
probably be granted once the present 
award shall have been used. The 
estimators allowed $18,300 for the cre- 
ation of a new fire company and 
$28,000 for telegraph improvements. 


COST OF FIRE INSURANCE. 





Admittedly Too High at Present— 
Just How It May be Re- 
duced. 





is constantly being made 
of conducting the fire 
The justice of the 


Complaint 
as to the 
insurance business. 
assertion is readily conceded by under- 
writers, who would be only too happy 
to see the charge substantiaily re- 
duced, Just why the cost is so heavy 
and how it may be reduced, is thus 
tersely set forth in the “Fireman’s Fund 
Record:” 

“The cost of fire insurance can be 
reduced if legislators will favor fire 
Marshals, better buildings, better chim- 


cost 


neys, better policing, getting rid of 
rubbish and fire traps, better (metal 
instead of wooden) ash barrels, better 
water supply and fire departments, 
better protection of insurance com- 
panies against fraudulent claims for 
losses and better laws to discourage 
arsonites. 


“These laws and 
discriminating in favor of foreign and 
other State companies as against home 
institutions, would decrease the cost 
of fire insurance and rates. 

“In this connection attention is called 
to a report made by ‘The Wisconsin 


reduce 


Legislative Fire Insurance Investi- 
gating Committee,’ which says: ‘Broad- 
ly speaking the problem assigned to 


be resolved into 


the committee may 
three fundamental proportions. 
“First, The reduction of fire losses.’ 
“‘Second, The reduction of expenses 
in insurance.’ 


“‘*Third, The securing of a rate fairly 
reflecting reduction in losses or both.’ 
“The report contains over six thou- 


word in the 


sand words, not a waste 
lot, and is the most complete docu 
ment on fire insurance theories and 


practice that has been 


legislative committee. 
“Legislation that will 
loss will reduce rates.” 


issued by any 
reduce the fire 


UP TO THE COMPANIES. 





West Virginia Official Would Make 
Failure of Underwriters to Ascer- 
tain Insurable Values, a Crime. 





valued policy law, 


nd the adoption of a statute compel- 
ling companies or their agents to as- 
certain th value of property 


correct 


e 
asked to insure, is the sum 





and ibstance of the newly issued re- 
( ire Marshal Chas. A, Ellison, 
of West Virginia Mr. Ellison recom- 
ends: 
1 The adoptio of a law that will 
ce it rance and companies 
ider the supervision of the Insurance 
Commissioner in such way that the 
insuri of property without first as- 
certaining its value will be a crime 
punished not only by a revocation of 
license, but in case where it can be 
shown to be a regular practice of 


the repeal of laws 





This 


over insurance evil could be immediate- 
ly stamped out. 


2. Repeal the socalled “Valued 
Policy Law.” This law is intended to 
stop the practice referred to in my first 
recommendation. In theory it is good, 
but in practice it fails to reach the 
evil. The extra amount paid in losses 
collected under this law igs put into the 
loss ratio budget by insurance com- 
panies, and a rate charged sufficient to 
cover it. No honest man intentionially 
overinsures his property, and in cases 
where persuaded to do so by agents, 
he does not want to collect more than 
the value of his property in case of 
a loss, hence the only man who can 
profit by the law is the dishonest man. 
I am in favor of the repeal of this 
law, because I believe it aids the 
criminally inclined, and not the useful 
honest citizen. It makes the State a 
party to the effective working of the 





CLEAN UP FOR MINNEAPOLIS. 





Citizens Take Kindly to Fire—Pre- 
vention Program with Beneficial 
Results. 

Minneapolis has profited greatly 
through the alacrity with which its 
citizens favored and put into practice 
the clean-up idea. The result has been 
that rubbish accumulations, so prolific 
in producing fires, have disappeared, 
and the city presents a far cleaner 
appearance than it has for a long time. 
Thus is the fire hazard reduced, and 
the physical and asthetic features of 

the community improved. 





Wins Tax Suit. 





Still another court has decided that 
under the Louisiana law a fire insur- 
ance company required but one tax to 
cover the various branches of business 
it transacted. 








United States Manager 





addressed to the 


The Law Union and Rock 


Insurance Company, Ltd. 


ESTABLISHED 1806 


One of the oldest and strongest of British offices 
invites applications for the position of UNITED 
STATES MANAGER. The appointment is one 
of substantial present emolument and of consid- 
erable promise to a really competent man who 
combines with a knowledge of Fire business the 
capacity for building up a sound but moderate 
premium income from paying sources. 
tions, which should comprise business history, 
age, experience and compensation expected, will 
be treated as strictly confidential, and should be 


GENERAL MANAGER, 
LAW UNION & ROCK OFFICES, 


Applica- 


CHANCERY LANE, LONDON, ENG. 














scheme to get more insurance than the 
real value of the property burned. 

The adoption of a law regulating 
the storage and transportation of crude 
petroleum and any of its products, 
dynamite and like combustible and 
other inflammable substances and 
fluids. 

4. The adoption of a law prohibiting 
the sale and use of the socalled parlor 
match, and the dangerous type of fire- 
works. 

5. The adoption of the model fire 
marshal bill, as prepared by the Fire 
Marshals’ Association of North America, 
an exact copy of which is found at the 
close of the report. 


Year's Loss $8,060,000. 





According to the figures of State Fire 
Marshal Zuber, the fire loss of Ohio 


last year aggregated $8,060,000. 


Out for 


Direct Business- 





In future the Michigan Fire & 
Marine, will write direct business in 
Maine and New Hampshire, instead of 
taking re-insurance only. The terri- 
tory will be under the supervision of 
Simpson, Campbell and Company of 
Boston 


Loon Lake to be Meeting Place. 


Loon Lake in the Adirondacks, will 
be the place of meeting for the June 
gathering of the Underwriters’ Associa- 
tion of New York State. A number of 
members favored Syracuse, but they 
proved to be in the minority when the 
question wag put to vote. 

Special “Agent H. B. Tickner of the 
Fireman’s Fund, has been transferred 
from the Central California to the Ore- 
gon district. 


FOR THE GUIDANCE OF AGENTS 


NEW TEXAS LAWS INTERPRETED. 








State Insurance Board Advises Con- 
cerning Recently Adopted 
Means. 


Fire underwriters will be interésted 
in the subjoined correspondence had 
between the Bureau Committee and the 
Texas State Insurance Board. 


“April 9, 1913, 

“The State Insurance Board, 

“Hon. Robert L. Pollard, Secretary, 

“Austin, Texas. 

“My Dear Sir: Numerous inqutyies 
have been made of this committee as 
to what laws regulating the operation 
of the fire insurance companies and 
their local agents in this State are in 
force, and, in order that reliable infor- 
mation may be given to all interested, 
we respectfully ask your official rusing 
upon the following questions: 
| “Ist. On what date will the follow- 
|}ing named laws become operative and 
| effective: 
| “Senate Bill No. 387, known as the 
| Gibson Bill, creating a State Fire In- 
|}surance Commission. 
| “*‘House Biil No. 28, 
| Mill’s Co-insurance Bili. 
| “ ‘House Bill No..608, known as the 
| Technical Defense Bill. 
| “2d. Is the State Insurance Board 
| Law, passed by the Thirty-first Legisla- 
|ture at its fourth called session, stil! 
|in full force and effect, and if so, when 
| does it cease to be operative? 

“3d. Are all rulings made by your 
honorable board under the State Insur- 
ance Board Law, including your ruling 
of March 6, 1913, referring to the use 
of the 80 per cent. co-insurance clause, 
still in full force and effect, and will 
all fire insurance eompanies and their 
|agents be required to observe same, and 





known as thr 





| when will said rulings cease to legally 


govern the transactions of the fire in- 
surance companies and _ their local 


lagents in this State?” 


| vices in 


“Appreciating your usual prompt ad- 

connection with these impor 

tant matters, we remain, very truly 

yours, 

“WIRT LEAKE, 

Sureau Committee.” 
“April 10, 1913. 


“Secretary 


|“Mr. Wirt Leake, Secretary, 


| become 


Texas. 

Replying to your valued 
favor of the th instant, I beg to ad 
vise that Senate Bill No. 387, House 
Bill No. 28 and House Bill No. 608 will 
effective on the first of July, 


“Dallas, 
“Dear Sir: 


| 1913, and until the Gibson Bill, which 


| 80 per cent. 


is known as Senate Bill No. 387, does 
become effective, the State Insurance 
Board Law, together with all rulings 
made by this board under. same, will 
be in full force and effect, including the 
ruling made wy this board on the 6th 
of March, 1913, with reference to the 
and graded reduced rate 
and co-insurance clauses. 
“Trusting that this will give you the 
information desired, I am, 
“Yours truly, 
“ROBT. L. POLLARD, Secretary.”’ 





Would Limit Buildings’ Height. 





Borough President McAneny of Man- 
hattan, has appointed a committee of 
nineteen members to consider the regu- 
lation of the “height, size and measure- 
ment of buildings’ within the limits of 
New York city. It is Mr. McAneny’s 
idea to restrict the height of mercantile 
structures, at last, thus securing a 
broader distribution of population and 
insuring the greater safety and comfort 
of the workers. 





John M. Ewing succeeds H. M. Low 
as home office manager of the Legal 
Insurance Company of London. Mr. 
Low retires because of ill health. 
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WANAGERS HOLD TO DECISION 


WILL CEASE WRITING IN MISSOURI 





Governor Major Refuses to Consider 
Revocation of Objectional Law— 
Merchants Alarmed 


Governor Major, firm in his refusal to 
convoke a special session of the State 
Legislature to consider the. repeal or 
the modification of the highly objection- 
able Orr law, the equally positive 
declination of managing fire under- 
writers to continue business in the 
commonwealth under the _ existing 
statutes and the alarm of the merchants 
owing to their inability to obtain proper 
credit in the absence of reliable fire in- 
demnity, are the features of the fire 
insurance situation in Missouri at this 
hour of writing. Alarmed apparently 
at the consequence of the hasty pas- 
sage of the Orr bill in the closing hours 
of the latest legislature, Governor 
Major and Insurance Superintendent 
Revelle, are threatening the under- 
writers with all sorts of dire punish- 


ment unless they recede from the 
position they have taken, and con- 
tinue to supply indemnity to the 
citizens of Missouri, under the drastic 
conditions laid down by the law 
makers of that State. 

Threat of investigation by the 


Federal authorities is made unless the 
company executives countermand the 
orders given their Missouri represen- 
tatives to cease taking new business 
after April 30. 

To the challenge of Superintendent 
Revelle that he would permanently re- 


voke the licenses of all companies 
ceasing to do business at this time, 
the underwriters answered that if such 
action were followed, they would 
promptly cancel every dollar of lia- 
bility at risk in the State forthwith, 


instead of carrying outstanding poli- 
cies to maturity as they now intend. 

If the seriousness of the situation 
is not fully appreciated by the govern- 
ing officials of the State, business men 
generally are beginning to realize it, 
and will doubtless bring such pressure 
bear upon the law-makers as will 


to 


force them to take remedial measures. 
Just how the attitude of the fire 
companies affects credit, is shown in 


the declination of the Metropolitan Life 
to make a large building loan to a St. 
Louis merchant, immediately it became 
known sufficient indemnity in reliable 
stock companies could not be secured 
upon the property. 
What Companies May Do. 

In response to a series of specific in- 
queries propounded by the American 
Central Fire Insurance Company, of 
St. Louis. Insurance Superintendent 
Charles G. Revelle, construed the 
rights of the companies under the law 
folows: 
1. Can we continue to use the basic 
rate books made by the Missouri Actu- 
arial Bureau, which was the bureau 
created in conformity with the re 
quirements of the Oliver law, and can 
We use the specific rate books, papers, 
ecards and surveys which were prepared 
by said bureau and purchased by this 
company, to be used in fixing and de- 
termining the rates which the Ameri- 
Central Insurance Company will 
adopt and publish to its agents as. its 


as 


can 


rates for the transaction of business 
after the Orr law becomes effective, 
without violating the intention, pur- 


pose and meaning of the Orr law? 
On Renewal Business. 

In reply thereto I beg to advise that 
this company may continue to use the 
rate books made by this bureau, pro- 
vided they do not enter into a con- 
spiracy or agreement with other com- 
panies to charge the same rate. 

2. Can we renew our business and 
continue to serve the patrons of the 
American Central Insurance Company, 
charging them the same rates as we 
have heretofore charged, as shown by 






the policies now held by our patrons 
in Missouri, which are in force at the 
time that the Orr law goes into effect, 
increasing or reducing those rates as 
in our judgment the situation with re- 


spect to the business, the physical con- | 
dition of the buildings and the changes | 


in occupancy dictate, without violating 
the Orr law in any respect? 

In reply thereto I beg to advise that 
it is my opinion that this company 


may serve its patrons by charging the | 
Same rates as heretofore charged as in| 


their opinion the rates are reasonable 
and fair, and provided they do not 


| 
| 
} 
| 
| 


enter into a conspiracy or agreement | 


with other companies to charge the 


same rate. 

3. Can the American Central Insur- 
ance Company, without violating the 
same rates as heretofore charged as in 
Orr law, in considering new business, 
rate books, papers, cards, surveys and 
other particulars which we have in 
our possession, and bought, to furnish 
us with legitimate information respect- 
ing the rate value of the business 
which we write, some of that informa- 
tion purchased of the Missouri Actu- 
arial Bureau, other information ac- 
quired from other sources represent- 
ing the accumulation of years, to de- 
termine and guide us in naming the 
rates at which we are willing to write 
new business that may be offered? 


Division of Commissions. 

I beg to advise that it is my opinion 
that this company may use all the evi- 
dence which they possess in the nature 
of rate books, papers, cards, surveys 
and other matters which they have 
purchased, in estimating and making 
rates without violating the law, pro- 
viding they do not enter into a con- 
spiracy with other companies to charge 
the same rate. 

4. It hag been the universal practice 
of agents to exchange business where 
a line of insurance controlled by one 
agent was greater than he could place 
with the companies he represented 
direct. The agent placing the busi- 
ness retained a part of the commis- 
mission, the agent receiving the busi- 
ness was paid the balance of the com- 
mission for his work in issuing the 
policies, this by mutual agreement. 
Can we allow our agents to continue 
to exchange business according to that 
custom, without violating the Orr law, 
and permit our agents to accept from 
other agents business which they have 
to offer as brokerage, and to place 
business with other agents without 
the question of the rate, which might 
be identical, creating a situation by 
which we would be violating said law 
or, should we instruct our agents to 
refuse to write any business for other 
agents and to only accept business 
direct from the property owner? 

In reply thereto I beg to advise that 
this company may permit its agents 
to exchange business according to the 
custom stated and to accept business 
from other agents and brokers, and 
may use the same rate as other agents 
and brokers, provided, however, they 
do not enter into a conspiracy to 
charge the same rate. 

The Prima Facie Clause. 


5. Would the American Central In- 
surance Company violate the Orr law 
if our agent represented other com- 
panies and issued their policies at the 
same rate which we fix for the issuance 
of our policy without the American 
Central Insurance Company's officers 
knowing what the agent had done with 
respect to the rate charged for the 
other companies he represented for 
the same risk, or vice versa? 

I beg to advise that this company 
may issue their policies at the same 
rate as other policies issued on the 
same building, and the mere fact that 
they charge the same rate is not a 
violation of the law, providing they do 
not enter into a conspiracy to charge 
the same rate. It is the opinion of 
this ‘department that the mere fact 


that insurance companies in this State 
use the same rate book or write insur- 


. 














Capital Stock - 
Liabilities - « 
Net Surplus - 

Total Assets 


P. L. HOADLEY, President 
C, E. SHELDON, Vice-President 





FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 
Special Reserve Fund 


~ #1,000,000.00 
- 5,431,072.05 
- 300,000.00 
- 3,135,102.52 
$9,866,174.57 
C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 


























ance at the same rate is not of itself 
a violation of the law, but before these 
companies are guilty of a violation of 
the law it must appear that they have 
entered into an agreement or con- 
spiracy to charge the same rate. 
While the Orr law provides that by 
using the same rate book it is prima 
facie evidence of a conspiracy, yet 
prima facie evidence ig only evidence 
on first appearance and is not sufficient 
to warrant a conviction, and the only 
way these companies can violate the 
law is by conspiring together to charge 
the same rate and in the absence of 
such a conspiracy or illegal agreement 
they do not violate the law by writing 


at the same rate, 
Poor Substitutes. 

As an emergency measure Mr. 
Revelle has formulated a series of 
rules and regulations prepared for 
the guidance of reciprocal under- 
writing institutions, which the super- 
intendent hopes will supply the pro- 


tection lost to property-owners through 

the unwillingness of the stock com- 

panies to assume further obligations. 

These regulations read as follows: 
The Conditions Imposed. 

They are as follows: 

Part 1. The attorney in fact, agent 
or other representative acting for indi- 
viduals, firms or corporations propos- 
ing to enter into contracts of recipro- 
cal or interinsurance shal] file with the 
Superintendent of Insurance a declara- 
tion in writing verified by the oath 
such attorney in fact, or repre 
sentative setting forth: 

(a) The name or title of the 
through which such individuals, 
or corporations propose to exchang 
indemnity contracts. Such name or 
title shall not be similar to any 
other name or title previously adopted 
by similar organization or by any in 
surance corporation or i 
in the opinion of the 
of Insurance calculated 
confusion or deception. The office o1 
offices’ through which such indé } 
contracts shall be exchanged 
classified reciprocal or interinsur- 
ance exchanges. 

(b) A copy of the 
contract or agreement 
which such insurance is 
or exchanged. 

(c) The location of 
offices from and through 
contracts are to be issued. 

(d) The particular kind or k 
insurance to be effected or exchanged 

(e) A copy of the form of power of 
attorney or other authority of such at 


of 


agen 


office 


firms 


sO 






assoc 
Superi 


to result 





1S 


shall be 
as 
policy, 
or by 


effected 


form of 
under 
to be 
the office or 
which such 


f 


has ot 








torney under which such insurance is 
to be effected or exchanged 

(f) That service of process may be 
had upon the Superintendent of Ins 
ance in this State in all suits arising 
out of such contracts or the . 
action of business by such individual 
partnerships or corporations 

What Must Be Filed. 

(z) That applications have been 
made for indemnity upon at least 10 
separate risks, aggregating not less 
than $1,500,000, as represented by exe 
cuted contracts or bona fide applica 
tions to become concurrently effective; 
provided, however, that when applica 
tions have been made for indemnity 


upon risks aggregating not less than 


JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1913 
Cash Capital $1,000,000.00 
a ee 7,213,762.27 
Net Surplus 2,613,814.88 
Surplus for Policy 

Holders 


3,613,814.88 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital . - $1,000,000.00 
Cash Assets - - 4,985,658.00 
Cash Surplus to Policy 
Holders - - - 1,911,592.00 


The real strength of an insurance company is in 
the conservatism of lts management, and the man- 
agement of THE HANOVER is an absolute as 
surance of the security of ita policy 
R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 


NASHVILLE, TENN. 
CAPITAL - - - - - $200,000.00 
NET SURPLUS - - - $122,760.50 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 


Pennsylvania, Obio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
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$2,500,000, as represented by the exe- 
cuted contracts or bona fide applica- 
tions to become concurrently effective, 
it shall not be necessary that at least 
100 applications have been made -for 
indemnity upon separate risks, but it 
shall be sufficient if applications have 
been made for at least twenty-five (25) 
separate risks. 

Part 2. There shall be filed with the 
Superintendent of the Insurance De- 


partment by the attorney in fact of 
every association, partnership, corpo- 
ration, individual or aggregation of 


individuals at least once each year and 
as often as the Superintendent of In- 
surance shall require, a _ statement 
under the oath of such attorney show- 
ing the maximum amount of insurance 
made upon any single risk by such as- 
sociation, partnership, individual of ag- 
gregation of individuals, and such other 
information as the Superintendent may 
acquire, also a statement verified by 
the oath of such attorney to the effect 
that he has examined the commercial 
rating of the individauls, members and 
subscribers and that from such exam- 
ination it appears that no individual, 
member or subscriber has assume on 
any single risk an amount greater 
than 10 per cent. of the net worth of 
such individaul member or subscriber 

Part 3. The ‘business affairs, as- 
sets, books, records and documents of 
any reciprocal or interinsurance ex- 
change as shown at the office of the 
attorney thereof, shall be subject to 
examination by the Superintendent of 
Insurance, or by some person thereto 
duly authorized by him, which exam- 
ination shall be made at the expense 
of the exchange so examined. Such 
attorney shall make an annual report 
to the Superintendent of Insurance for 
each calendar year, showing the finan- 
cial condition of affairs at the office 
where indemnity contracts are issued 
and shall furnish such additional in- 
formation and reports as may be re- 
quired to show the total premiums col- 
lected, the total losses paid, the total) 


amounts returned to subscribers, and 

the amounts retained for expenses 

and such other information as the 
Superintendent may require. 
Powers to Revoke. 

Part 4. The Superintendent of In- 

surance may revoke or suspend any 

certificate of authority issued hére- 


under, or under the laws of the State 
of Missouri, relating to reciprocal or 
interinsurance in case of breach of 
any of the conditions imposed by these 


regulations, or if at any time ‘the 
Superintendent of Insurance deems 
the operation of such bureau or ex- 


change hazardous to the public, after 
reasonable notice has been given the at- 
terney of such exchange. 


Part 5. Agent to procure certificate 
of authority, fee, etc.: Every attor- 
ney, agent or other representative 


through whom are issued or negotiated 
any contracts for indemnity of the 
character referred to in this act, or 
who shall solicit or inspect for suck 
bureau or exchange, shall procure from 
the Superintendent of Insurance an- 
nually a certificate of authority, stating 
that all the requirements of this act. 
which are applicable, have been com- 
plied with, and upon such compliance, 
and the payment of a fee of $2 to the 
Superintendent of Insurance shall issue 
such certificate, 





Inspection of Philadelphia Schools. 





public 
under- 


A general inspection of the 
schools of Philadelphia will 
taken by the Fire Prevention Com- 
mission of that city about June 1. The 
schools are considered to be well safe- 
guarded against fire, and the inspec- 
tion will be undertaken as a precau- 
tionary measure. 


be 





Newark, and 
Pittsburgh, 
to New 


Firemen’s of 
Union of 
been admitted 


Both the 
the National 
have recently 


Mexico. 
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Re-Arranges Kansas City Offices. 





The Fidelity & Deposit Company of 
Maryland, announces the appointment 
of Edward A. Braniff as manager of its 


deartment of Western Missouri, Okla- 
homa and Kansas, with offices at 
Kansas City, Mo, 


With New Hampshire Fire. 





To become assistant to Pacific Coast 
manager A. T. Bailey, of the New 
Hampshire Fire, Harry S. Simpson, 
will on May 1, retire as Colorado State 
agent for the Royal Exchange Assur- 
ance. 





Insurance Directory. 

A directory of the insurance compa- 
nies and agenis of Alabama, together 
with a complete list of officers repre- 
sented by the latter, has been issued 
Ly the Alabama Insurance Department. 


Alabama 








Would Join Western Union. 





membership in the 
has been made by 

president of the 
Columbian National Fire of Detroit, 
and Holmes Cummins, secretary and 
general manager of the United Ameri- 
can of Frankfort, Ky. 


Application for 
Western Union 
John G. Ewing, 





Prominent Houston Agent Dead, 





Emanuel Raphael, head of the prom- 
inent Houston, Texas, local agency 
firm of Raphael Brothers, died at his 
late home some days ago. Mr. Raphael 
was a leading citizen of his adopted 
city, being identified with a number of 
its foremost business institutions. 





William S. Audiss has been appointed 
Wisconsin State agent of the Sterling 
Fire of Indianapolis, succeeding C. C. 
Clark, who was recently called to the 
home office as secretary. Mr. Audiss 
is a local agent at Oshkosh of the firm 
of Audiss & Hinman. He will retain 
his interest in the Oshkosh agency, 
of which Mr. Hinman will be in active 
charge. 





John W. Ohrum a Pittsburgh repre- 
sentative of the Preferred Accident, 
and widely known in casualty insur- 
ance circles in Western Pennsylvania, 
was killed by a trolley in his home city 
some days ago. 





Taking advantage of the low rates 
of insurance that now obtain, the 
Cleveland Steamship Company, which 


heretofore carried its own risks, now 
earries a limited amount of protection 
with insurance companies, 





Geer, Farquhar, Norris and Black, of 
Lynn, Mass., have purchased tte busi- 





ness formerly had by the Frank H. 
Frizzell agency of the same city. Mr. 
Mr. Frizzell died a short time ago. 
William Otis Badger, Jr., a _ well- 
known insurance lawyer of New York 
city, hag been appointed attorney for 
teceiver Donaldson of the American 
Union Fire, of Philaelphia. 





The Urbaine Fire Insurance Company 
of Paris, France has received its li- 
cense to transact business in the State 
of Michigan. 





Warren, Brown & Company have been 
given the Detroit, Michigan, agency of 
the Urbaine Fire, of France. 
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HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. , 
NEW YORK STATE DEPARTMENT / 


PERCY B. DUTTON, Manager, Rochester, N. Y. 











Authorized Capital $500,000 


Brirnit National Hire 
Iusurauce On. 


DETROIT, MICHIGAN | 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 








ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 


ESTABLISHED 1857 
GTATEMENT JANUARY I, 1913 


I: cp ctin aN cd de teh ab eGR ed Le bare wa aen eka $882,862.76 
DEE 66.00 e caNeNennee aes Je eKkand chen cee we 362,931.19 
ry re eee ‘ 519,931.57 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEWAN, United States Manager 


Agents Wanted in Principal Cities and Towns 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1913 


LIABILITIES 
I is ens dgccdacnewtns becntugy. snaauestans $2,000,000.00 


Reserve for Re-Insurance...............-.--++++++ 7,862,926.70 


Reserve for Outstanding Losses..............-.-- -586,296.03 
Special Reserve for Contingent Liabilities ....... 300,000.00 
BE Bae BRNO sos sc escass ce cscseesseesscsice 336,245.44 


3,897,204.74 


PE TR occ cies cccseccccccteccene coosessetses 
ee bi sidccicacstienctsarrticsbesninges 
JAMES NICHOLS, President H. A. SMITH, Vice-President 
Assistant Secretaries 
F. D. LAYTON S. T. MAXWELL Cc. 8. LANGDON 
SURPLUS TO POLICYHOLDERS $5,897,204.74 


G. H. TRYON, Secretary 








FIRE ASSOCIATION PHILADELPHIA: fi j 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $9,091,141 


E. C. IRWIN, President T. H, CONDERMAN, Vice-President qi 
M. G. GARRIGUES, Sec. and Treas. ‘ 
R. N. KELLY, Jr., Asst. Sec. and Treas. 












Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 

















WOOD BROTHERS .& COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GO., of Ohlo 


{00 WILLIAM STREET ~ « + - New York 
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NOW SLATED | FOR PASSAGE 


WALKER BILL ‘TO B BECOME A LAW 


Assured Must Make Written Applica- 
tion for Insurance Before Policy 
Can be Issued 


Orders from.Tammany Hall have 
gone forth, it is reported to pass the 
Walker bill, now before the New York 
Legislature and it is expected the 
measure will be hurried along and se- 
cure the approval of Governor Sulzer, 


Despite the amendments attached to it 
committee, the bill is destined to 
prove burdensome to business men 
many of whom have protested vigorous- 
ly against it. 

As amended the measure reads: 

Present Form of Bill. 

\n act to amend the insurance law, 
relation to conditions preliminary 
issue of contracts of fire insur- 
or agreements as to such con- 


in 


in 
to the 
ance 
tracts. 
Section 1 Article 
thirty-three of the laws of nineteen 
ndred and nine, entitled “An act in 
relation to insurance corporations, con- 
stituting chapter twenty-eight of the 
consolidated laws,” is hereby amended 
by adding at the end two new sections, 
be sections one hundred and forty- 
nine-d and one hundred and forty-nine- 
e, and to read, respectively, as follows: 
Section 149-d. Statements from in- 
red. No insurance corporation, asso- 
ciation, partnership, Lloyds or _ indi- 
vidual underwriters authorized to do 
business of fire insurance within 
State shall make any contract of 
fire insurance on property located with- 
in this State to be in force and effect 
yr more than seven days from the 
e of its delivery, or any agreement as 
» such contract, unless and until the 
int for such insurance, his duly 
thorized agent or representative shall 
ve signed and delivered to an officer, 
ent or representative of such insurer, 
application in writing for such in- 
irance which shall state, among such 
ther things concerning which the in- 
irer may desire to be informed: 
1. The full name of the applicant, 
if an individual his residence 
ddress; 
2. The if any, of the a] 
ut, and his business address; 
The location of the property to 
be insured, with a general description 
its character; 
{!. The seasonable 
the application of 
insured; 
5. The amount 


three of chapter 


business, pli 


date 
to 


at the 
property 


value 
the 
of insurance applied 
offered for 
and if so, 
with, if 
name or 
such 


6. Whether the 
insurance is already 
what amount or 
requested by the insurer, 
1ames of the insurers 
insurance; 

7. Whether, 


property 
insured, 
amounts 
the 
writing 


tor 


so far the applicant 
nows, any other insurer has ever de- 
clined to insure any of the applicant’s 
roperty, or has refused to continue an 

‘isting insurance of the applicant, 
and, if so, the name or names of such 
insurers; 

8. Whether any fire has occurred 
within seven years in any premises oc- 
cupied at the time of such fire by the 
applicant for residential or business 
urposes or both for which the appli- 
cant has received or claimed insurance 
ndemnity and the details of all such 
fires, if any (for the purpose of this 
statement the word “premises” shall, if 
the applicant shall have occupied less 
than the entire premises, mean only 
uch part thereof as the applicant actu- 
ally oceupied); and also unless and 
until an officer, agent or representative 
cf the insurer or a broker holding a cer- 

ficate of authority issued by the super- 
utendent of insurance pursuant to the 
rovisions of this chapter shall have 
certified to the insurer in writing that 

1) he has examined such application, 
(2) he has examined or caused to be 


as 


examined the anita: offered for in- 
surance, and (3) he recommends the is- 
sue of the policy applied for, provided 
that the provisions of this section shall 
ict apply to floating contracts of insur- 
ance, or agreements as to such con- 
tracts, On property while contained in 
bonded warehouses, general order 
stores, grain or other elevators, or brick 
and stone storage warehouses or in 
transit in or on any streets, yards, 
wharves, piers, and bulkheads. 

Whenever an application for insur- 
ance shall be delivered to an insurer 
pursuant to the provisions of this sec- 
tion such application shall be filed and 
preserved by the insurer so long as the 
insurance, in respect of which such ap- 
plication shall have been made, shall 
remain in force. Upon written demand 
of the fire commissioner of any city of 
this State of over four hundred thous- 
and inhabitants, every insurer shall de- 
liver to said fire commissioner within 
five days a copy of any and all applica- 
tions in his or its files for insurance 
upon property located within such city 
and upon written demand of the State 
fire marshal every insurer shall deliver 
to him within five days a copy of any 
and all applications in his or its files 
for insurance upon property located in 
this State not included within a city of 
over four hundred thousand inhabitants. 
Such demands, whether made by a fire 
commissioner or the State fire marshal, 
need not specify in any case the par- 
ticular property in respect of which the 
applications for insurance are demand- 
ed, but shall be sufficient if they shall 
refer to all property in a particular 
locality described therein. 

And no contract of insurance under 
this article shall be avoided by reason 
of any fact, thing or condition, existing 
at the time of the making of said con- 
tract unless the insured has made or 
caused to be made some false or fraud- 
ulent representation in regard thereto. 

Section 149-e. Penalties for violations 

cf the preceding section. Any insur- 
ance corporation, association, partner- 
ship, Lloyds or individual underwriter 
authorized to db the business of fire in- 
surance within this State which shall 
make any contract of fire insurance on 
property located within this State to be 
in force and effect for more than seven 
days from the time of its delivery, or 
any agreement to make such contract, 
before (1) the applicant for such insur- 
ance shall have signed and delivered 
the applicatin in writing required by 
section one hundred and forty-nine-d of 
this chapter, and (2) an officer, agent 
or representative of the insurer or a 
broker holding a certificate of author- 
ity issued by the superintendent of in- 
surance pursuant to the provisions of 
this chapter, shall have made and de- 
livered the certificate required by the 
provisions of section one hundred and 
forty-nine-d, shall forfeit to the people 
of the State of New York the sum of 
one thousand dollars for each such con- 
tract or agreement to make such con- 
tract so made, recoverable by the super- 
intendent of insurance in any court of 
competent jurisdiction. 
Any officer, agent or representative 
any insurance corporation, associa- 
tion, partnership, Lloyds or of any in- 
dividual underwriter authorized to do 
the business of fire insurance within 
this State who on behalf of such in- 
surer shall make any contract of fire 
insurance on property located within 
this State to be in force and effect for 
more than seven days from the time 
of its delivery, or any agreement to 
make such contract before (1) the ap- 
plicant for such insurance shall have 
signed and delivered the application re- 
quired by section one hundred and 
forty-nine-d of this chapter and (2) an 
officer, agent or representative of the 
insurer or a broker holding a certificate 
of authority issued by the superintend- 
ent of insurance pursuant to the pro- 
visions of this chapter, shall have made 
and delivered the certifigate required 
by section one hundred and forty-nine-d, 
shall be guilty of a misdemeanor. 

Section 2. This act shall take effect 
September first, nineteen hundred and 
thirteen. 


of 








TURNS ON FORMER PALS. 


Resenting Treatment Firebug Queen 
Bareg New Jersey Arson 
Pact. 


Incensed at the treatment accorded 
her by her former pals, Leona de Lucca, 
formerly known as “queen of firebugs,” 
turned State’s evidence on Wednesday 
and gave the New Jersey authorities in- 
formation regarding a number of al- 


leged incendiary fires at Lodi, Kings- | 
land and North Arlington, some months 
ago. 





Compensation Bills in New York. 


It is now expected that the compen- 
sation bill drawn by the Senate Com- 
mittee of the New York Legislature, 
will be passed by the Legislature to- 
day. 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 


UNITED STATES BRANCH 


January 1, 1913 














I iii ctciccensvcscsantseuibsus $1,746,624.71 | 
Barpees te VG. G. ..ccccccccccsace 701,543.82 | 
HON. GEO. A. COX, President 


W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 
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“The Seulties Fire eum Gendt 
of America” 





CASH CAPITAL, $5,000,000.00 


WM. B. CLARK, President 
Vice-Presidents, 
Henry E, REEs A. N. WILLIAMS 


Secretary, 
E. J. SLOAN 


Assistant Secretaries, 
E. 8. ALLEN GUY E. BEARDSLEY 


RALPH B. IVES 
W. F. WHITTELSEY., Jn., Marine Secretary 





TWO HUNDRED AND THIRD YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 


FOUNDED 1710 
United States Branch: 
54 PINE STREET, NEW YORK 
Western Department: 
171 La Salle Street, Chicago 


Pacific Department: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal. 


Agents Wanted at Unrepresented Points 











LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CoO. 
VIRGINIA FIRE & MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 


THE 








R. W. ALEXANDER, Pres. 


a... oL 


Cash Capital $545,000.00 





BA —. MD. 


FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA. N. Y., or HOME OFFICE 


SS te, 


> COMPANNT 


Surplus to Policyholders $620,081.16 








FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 





CAPITAL - $4,000,000 
ASSETS - $16,953,773 
LIABILITIES - $8,649,873 


EUGENE 
BENJAMIN RUSH, V EF senna 
JOHN O. PLATT, 2nd Vice-President 





INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA, PA. 





NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8, 303,900. 


ELLISON President 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO.- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$154,461,000. 





T. HOWARD WRIGHT, Sec’y and Treas. 
SHELDON CATLIN, Aasas't. Secretary 
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CASUALTY AND 


SURETY HAPPENINGS 





LIMITED LIABILITY DBRIBD 


TITANIC CLAIMANTS 


Oceanic Steam Navigation Company, 
Ltd., Beaten in Its Efforts to 
Restrict Liability. 


A decision of pronounced interest to 


litigants was handed down by Judge 
Holt in the United States District 


Court at New York city, in the appli- 
cation of the Ocean Steam Navigation 
Company, Ltd., to limit the liability 
claims that could be lodged against it 
because of the sinking of the Titanic 
just a year ago. 

The decision, in which Judge Holt 
holds that the White Star Line had no 
right to the benefit of the American 
law of limited liability, marks a new 
epoch in American admiralty practice, 
inasmuch ag it is the first time in the 
history of the Federal courts that they 


have refused to apply the limitation 
law of the Nation. The most import- 
ant point, however, that arises from 
Judge Holt’s ruling is that it opens 
the way for the prosecution of six 
hundred and fifty-one claims against 
the owners of the Titanic which have 
been filed with United States Commis- 
sioner Gilchrist and reach the sum of 
$16,604,731.63. 

“The attorneys for the White Star 
Line have all along been very confi- 
dent that the Federal Court would 
limit the liability to approximately 
$97,000, the sum stated in the report 
of Special Commissioner Goodrich, 
who was appointed to ascertain the 
extent of the financial interest of the 
company in the Titanic, Thus, Judge 
Holt’s opinion refusing to apply the 
American law of limited liability was 


in the nature of a financial as well as 
a legal bombshell in the camp of the 


defendants. In many notable cases in 
this country when disasters occurred 
on the high seas, such as the collision 


Thingvalla and 
Scandinavian 


between the steamer 
the steamer Gaiser of the 


Line, the case of the steamer Norge 
and the steamer La Bourgogne, the 
American statute was applied for the 
benefit of foreign owners. It was gen- 
erally recognized that the courts of a 
country would enforce their own 
statutes in such cases. The main 
point in the bill of exceptions to the 
application fdr limitation of liability 
which Judge Holt, in his opinion, sus- 
tains, is as follows: ‘If the disaster 
occur at sea and there is substantial 
dissimilarity between the laws of the 


flags of the several vessels invoived 


in the disaster, the lex fori governs. 
If the disaster occur at sea and ther 
is but a single law of the flag presented, 
because the nation or nations to which 


the ship or ships involved in the dis- 


aster belong, have indentical or sub- 
stantially similar laws with reference 
to the questions in controversy, the 
law of flag governs. The Titanic dis- 
aster occurred at sea. The only law 
of the flag presented by the facts was 
the British law, since the only vessel 
involved was British.’” 


REFEREE BEGINS INQUIRY. 





Financial Tangle of Columbus Securi- 
ties Company Being 
Unraveled. 





In an effort to unravel the financial 
tangle occasioned by the failure of the 
Columbus Securities Company, whose 
scheduled assets are supposed to reach 
up in the millions, Conrad Ott, referee 
in bankruptcy, of Camden, N. J., began 
an inquiry into the condition of the 
concern some days ago. Several banks 


are heavily involved, one of which, the 
Atlantic National, of Providence, R. L, 
closed its doors on Monday. 


It is a 


creditor to the extent of $150,000. It 
was said that the other institution 
was located at Seattle, Wash. The 
Columbus Company was a holding con- 
cern, dealing extensively in the bonds 
of insurance companies in all parts of 
the country. The object of the inquiry 
was to secure a list of creditors and 
learn the location of the assets. 

The concern, a New Jersey corpora- 
tion, went into bankruptcy about the 
middle of February, and Henry J. West, 
of Gloucester City, former State Con- 
troller, was made the receiver. 

Ex-Secretary E. Bates, of 
Jumbus Securities Company, told of 
some transactions, but was unable to 
give required details, and the hearing 
was adjourned until former President 
Farrar could be present. 


the Co- 


ITS FIFTEETH ANNIVERSARY, 
Maryland Casualty Company Will Fit- 
tingly Celebrate the Occasion— 
Agents to Gather at Baltimore. 
Proper recognition of its fifteenth an- 
niversary will be made by the Mary- 
land Casualty Company of Baltimore. 
when the happy period, May 1 arrives, 
As now arranged the celebration ex- 
ercises will cover three days—May 1, 
2 and 3, and general and division agents 
numbering nearly one hundred in al} 
will be present from all parts of the 

country, Mexico and Canada. 

“On May 1, at ten o’clock there will 
be a reception to agents and managers 
in the board room by the president, 
the board of directors and the official 
staff. At eleven o’clock the announce- 
ment of the results of prize contest 
and presentation of prizes, inspection 
of home office building and view of 
city from tower. At noon a steamboat 
trip to Annapolis with luncheon served 
on board and dinner to be served at 


Carvel Hall. On May 2 a special 
train at 9:45 will take the guests to 
Washington where automobiles will 


take a drive through the city visiting 
various places of interest and to be 
received by President Wilson, after 
which cars will take the party to 
Mount Vernon. Luncheon and dinner 
will be had in Washington and a 
special train is due to bring the guests 
in Baltimore by 10 p. m. On the 8rd 
will be as you please. Automobiles 
will be at the service of the guests for 
rides throughout the city and suburbs 
and anything they may wish up to 7 
o'clock. Then a banquet will be 
served at the Hotel Belvedere at which 
Governor Goldsborough, Mayor Pres- 


ton, Insurance Commissioner Shehan, 
Deputy Green and Collector of the 
Port will be present.” 

Five years ago the Maryland Casu- 
alty entertained its chief field men in 
a manner similar to that proposed at 
this time, and the occasion proved 
highly enjoyable to all privileged to 


participate. 





Violate Statute—Mulcted for $50,000. 





Convicted of using the old-fashioned 
coupling pin instead of the automatic 


appliance prescribed by statute, the 
Great Northern Railroad was mulcted 
to the tune of $50,000, in the suit of 


W. H. Otos of Willman, Minn., against 
it, Otos lost a leg while working upon 
one of the defendant company’s trains. 





Appreciation of the administration 
abilities of A. Duncan Reid, general 
manager of the Globe Indemnity Com- 
pany of New York, was shown by his 


social associates through his election 
to the presidency of the Glen Ridge 
(N. J.) Club. Glen Ridge is one of 


the attractive suburban towns, and the 
“Ciub” is the center of its social 
activities. Whatever Mr. Reid under- 
takes, whether it be work or play, is 
well done, a. fact recognized readily by 
all who come in contact with him. 


— 





The Pyrene Extinguisher 


The Extinguisher 


THE PYRENE FIRE EXTINGUISHER, 
the device in which Pyrene is used, 
is a strongly-built double-acting pump. 
It throws a continuovs stream of 
Pyrene to a distance of thirty feet. 
The Extinguisher is designed for 
strength and ease of operation, 





Pyrene 


= Pyrene is a combination of powerful 
gases, maintained in liquid form, with- 
out pressure, and absolutely void of 
{ moisture. When Pyrene liquid is sub- 

jected to a temperature of 200 deg. F. 
( or over, it is immediateiy transformed 
) into a heavy, dry, cohering, non- 
poisonous gas blanket. 





a 





Nitto eececneneee 











When the contents of one extinguisher 
is thrown on the fire 3,760 cubic feet 
of extinguishing gas are generated. 
The hotter the fire, the greater the 
expansion of gases. 


In its liquid state Pyrene 
neither acid nor alkali. 








contains 














Pyrene liquid does not lose its strongth 
or deteriorate with age. 


Pyrene liquid will not freeze at a 
temperature of 60 deg. F. below zero. 


Length 14 in. Weight 5 lbs. filled. 
Prices $6, $7 and $8, 

















Write for information 


Pyrene Manufacturing Co., 1358 Broadway, New York City 
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GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 





GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices - - - - - Provipence, R. I. 








Insurance Company, Ltd. 
OF YORK, ENGLAND 
Established 1824 
The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in the United States . “a 

FRANK & DuBOIS, U. 8. Managers ERNEST B. BOYD, Underwriting Manager 

0. E. LANE, Superintendent of Agencies, 80 Maiden Lane, New York 

New York Life Insurance & Trust Co., U. S. Trustee, 52 Wall Street 

PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
NORTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N. C 

SOUTHEASTERN DEPARTMENT, Dargan & Hopkins, Managers, Atlanta, Gia, 








Calumet Insurance Company 
CHICAGO 











T. A. DUFFEY 


INSURANCE 


84 WILLIAM STREET s 2s s s #8 NEW YORK 


Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 
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NEGLECT PLATE GLASS RISKS 


AGENTS MISSING OPPORTUNITIES. 








A Little Attention to This Line Would 
Add Good Net Addition to 
Income. 

A great many local agents seem to 
pay no attention to the side lines of 
their business that are the sources of 
good income. A little attention to plate 
glass insurance, for instance, when the 
subject of fire or liability insurance is 
under discussion would many times re- 
sult in good business and an increased 
income. As pointed out by the Pre- 
ferred Accident Insurance Co. recently, 
this is a branch of business generally 
lost sight of by insurance agents, 
largely because looking upon it as a 
matter of minor import they do not 
deem it worthy of serious considera- 

tion. 

In the insurance business “all is grist 
that comes to the mill” and while pos- 
sibly there is a larger profit in some 
special grist yet business wisdom sug- 
gests that due attention be given to 
securing other grist, such as “Plate 
Glass” in order that the mill may be 
kept continually grinding—grinding out 
profits for the agent. 

The necessity for plate glass insur- 
ance is quite evident when thought is 

iven to the exceeding brittleness of 

lass and the numerous causes cf break- 
which cannot be guarded against 
and among which causes the following 
of much frequency may be cited: Heat 
expansion, violent winds, falling awn- 
ings, stone throwing, burglars, runaway 
horses, building settling, doors slam- 
ming, cold contraction. furious hail 
storms, falling signs, pistol shots, 
drunken men, automobiles, frames 
swelling, wincews being washed. 
sreakage through any of the above 
causes or any of the many unmentioned 
causes would unquestionably entail a 
loss greater than the entire premium 
cost of plate glass insurance thereon 
for many years. 

While experience has shown that one 
out of every seven insured risks suffers 
a loss at least once a year ard thus 
demonstrates the prime necessity for 
this form of insurance is should be 
borne in mind that in this, as in all 
other -kinds of insurance, there are un- 
desirable risks such as store fronts in 
the vicinity of school houses, store 
fronts in factory districts, basement 
store fronts, store fronts in the vicinity 
of street car barns, store fronts oppo- 
site vacant lots, or children’s play 
grounds, store fronts with excessively 
large bent lights. 








SAY IT MEANS HIGH RATES. 





California Manufacturers Afraid of 
State Compensation Bill and Seek 


Amendments Thereto. 





Governor Johnson, of California, has 
refused to heed the protests of employ- 
ers of the State, according to “‘Under- 
writer’s Report,” and has given the Leg- 
islature to understand that it is expected 
to pass Senate Bill 905, the industrial ac- 
cident board’s compensation and State 
insurance measure. Following protests 
by representatives of the San Fran- 
cisco and Los Angeles Chambers of Com- 
merce, who objected to the bill at com- 
mittee hearings a delegation of twen- 
ty prominent manufacturers appeared 
before the Governor, Thursday, to urge 
that the measure be amended. The em- 
ployers asked that the schedule of in- 
demnity be lowered, declaring that the 
proposed schedule is too high ard will 
stifle California industries. They also 
asked that the safety department and 
State Insurance: features of the bill be 
eliminated. ‘'r speaking of the latter 
feature, the employers said: 

Say Argument ts False. 

“We have been told by the industrial 
accident board and by other proponents 
of the Boynton bill that the only way 
in which the employer of California can 


be protected against unreasonable in- 
surance rates is by the State entering 
the insurance field in a competitive 
way. From our knowledge of State 
managed institutions we believe that 
instead of helping us to get reasonable 
insurance rates the State insurance de- 
partment will be obliged to make rates, 
which will be rather the maximum than 
the minimum rates which shvuld be 
charged for compensation insurance. 
We base our fears or doubts in this mat- 
ter on past experience with othe: State- 
run institutions. The result in such a 
case would be the opposite of that which 
it is professed by the proponents of the 
bill will be brought about by a State- 
managed insurance company. 
State Cannot Withdraw. 

“We also realize that once the State 
gets into the insurance business it will 
be impossible for it to withdraw. If 
deficits are sustained and the rates are 
not sufficientiy high to take care of 
these deficits, the State insurance com- 
pany will have to apply to the Legis- 
lature for additions appropriations to 
take care of said deficits. In any event 
the industries of California stand to| 
lose, as they pay a large percentage of 
the taxes. We give all due credit to the 
solicitude of the present administration 
for the protection of the employers of 
California as against the rapacity of) 
privately-owned insurance companies, | 
but rather than expose ourselves to a| 
greater danger we are willing to take| 
our chances with these companies and 
to protect ourselves by mutual insur- 
ance.” 

Following the hearing, the Governor 
informed the employers’ delegation that 
he believed in the provisions of the bill| 
and intimated that the measure would | 
pass in its present form. Later he is-| 





sued a list of measures, including | 
Senate Bill 905, pending in the Legis-| 
lature, which he declared administra-| 


tion measures, and expected the Legisla- 
ture to pass. 





Workmen’s Compensa- 


Phases of tion is the subject most 

Workmen’s' prominently before the 
Compensation public to-day—insur- 
ance wise. xm @ 


subject likewise, with which the public 
will have to wrestle for years to come 
before a solution is found. There are 
dozens of plans and dozens of bills 
have been introduced in the various 
legislatures this winter. Likewise 
there have been many amendments in- 
troduced in the States now having 
compensation laws, to correct develop- 
ed faults. In 31 States 93 compensa- 
tion bills have been introduced. In 11 
States 47 bills to amend existing com- 
pensation laws have been introduced. 
No law has stood the test and it isn’t 
likely that any law passed this year 
will stand the test. The proposition is 
four-sided. 1. The employer’s side. 2. 
The political side. 3. The workman’s 
side. 4. The insurance side. The em- 
ployer recognizes the advisability of 
changing from the old form of liability 
to the new plan of compensation. All 
he wants is a fair and equitable law 


on a_ strictly business basis. The 
workman is not unreasonable. He 
wants compensation. He does not 


want to be disabled, neither does he 
want to be a pensioner. More string- 
ent laws for safety and reasonable 
laws for compensation will satisfy him. 
The insurance companies welcome the 
plan to abolish liability and substitute 
compensation. It makes no difference 
to them. Their business is under- 
writing and they can quickly adjust 
themselves to any given plan. It is a 
simple problem to figure the cost of 
any known risk. The political side is 
the most difficult and, therefore, the 
one causing the most trouble. Where- 
ever any plan of State insurance is 
advocated, it may be regarded as a 
plan for political organization first 

political organization second—political 
organization third, and public welfare 
last. The opportunity for political or 
ganization under State administered 
compensation is truly wonderful. First 
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we have the State Commission, and 
all necessary employes—a brief glance 
at the first annual report of the State 


of Washington shows a very larg 
number. Second we have  pay-roll 
auditors. It must require a good many 


to properly audit all the pay rolls in 


a State. Third we have the physical 
risk inspectors. Of course, it takes a 
lot of them to report the character of 
plants so that proper rating can be 
given. Fourth we have the claims in- 
vestigators. There must be many of 
them because there are thousands of 
accidents to investigate and traveling 
expense would be heavy if they were 


far apart. Fifth we have physicians 
to give first aid and treatment for two 
weeks, one at least for each community. 
Every one in each class a political ap- 
pointee, and all together forming a 
grand addition te any party machine. 
Any plan of compensation under State 
administration is not a public welfare 
measure. It is a political bunco meas- 
ure, not pure and simple, but impure and 
complex.—National Casualty Record. 





Death From an Insect Bite. 


Alleging that the death of James A 


Rose, formerly a well known real 
estate operator of Kansas City, Mo., 
resulted from the bite cf a insect, a 


son of the deceased has sued one of 
the casualty companies for $7,500, the 
amount of personal accident policy held 
by his father. 





Joins American Fidelity. 

To assume an important home office 
position with the American Fidelity, of 
Montpelier, E. Stanley Jane has resign- 
ed as deputy insurance commissioner 
of Vermont. 





Crippled for life as the result of be- 
ing struck by an automobile owned by 


Mrs. Mary Carstairs, of Philadelphia. 
William F. Hazard, of Sharon Hill, Pa., 
was given a verdict of $8,000 in his 


suit for damages, 
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Under State Supervision. 


Fraternal accident insurance socie- 
ties will henceforward be under State 
regulation in Michigan, from which 


they have been exempt heretofore. 





To become superintendent of the 
Eastern claim department of the Zurich 
Accident & Liability Company, John 
S. Baird has resigned’ as superintend- 
ent of New York city claim branch of 
the Fidelity & Deposit Company. 
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GREAT IS TOLL OF MOTORS 


NEW YORK LAWS NEED REVISION. 








Thousands of Persons|Injured Each Year 
In the Empire State, While Prop- 
erty Loss Aggregates Millions. 





Secretary of State May officially re- 
ports that during 1911 and 1912, 967 
persons and 6107 other persons in- 
jured in automobile accidents in New 
York State. During the period named 
Borough of Manhattan alone, were no 


less than 585 persons, with an addi- 
tional 4,068 injured. 
Mr. May says; “Great damage has 


been done to the property from auto- 
mobile accidents reported by fourteen 
out of eighteen casualty insurance 
companies authorized to do business 
in this State. lt amounts to exactly 
$4,344.077 paid out to residents of New 
York State since 1911, without adding 
the heavy losses paid out for injuries 
to persons in which the use of the 
motor vehicle has figured, as the de- 
partment has been unable to obtain 
any statistics upon this feature of in- 
surance experience.” 

Governor Sulzer is extremely anxious 
that the present laws where they are 
considered adequate, be strictly en- 
forced, and where enforcement is diffi- 
cult, the statutes be so amended or 
new ones adopted, the exact meaning 
of which shall be apparent. 





Frank E. Pilcher, medi- 


Concerning cal director of the 
Occupational National Casualty Co., 
Diseases. writes interestingly in 
the Company’s paper 
regarding effects of various occupa- 
tions, Mr. Pilcher says: 
“It is, from our standpoint, rather 
interesting to study the effects upon 


one’s health of the various occupations. 
Taking up this subject from the end of 
last month’s list, we consider first— 
“Commericial Travelers—and contra- 
ry to general opinions, their occupa- 


tion is not healthy. Persons of this 
class of necessity lead irregular lives 
and are obliged to keep late hours, 
spending much time in over-heated 
and poorly ventilated railroad cars. 
Meals are irregular, and cooking de- 
cidedly variable. As a result they suf- 
fer from disorders of the digestive 


functions. Intemperance in the form of 
liquor drinking is very common, and 
brings many of the ills of which this 
is the cause. 

“Cooks.—Among cooks, gout and 
flat-foot are common, and result from 
continuous labor in over-heated kitch- 
ens, constant standing, lack of fresh 
air and out-door exercise. Varicose 
veins is also a common condition, and 
many older cooks suffer from ulcer of 
the leg, due to this cause. 

“Copper Workers.—and included un- 
der this head are copper-smiths, watch 


makers, gilders, copper-plate printers. 
All are subject to the inhalation of 
copper dust, with the result that 


phthisis is very prevalent. The fumes 
given off in the manufacture of acetate 
of copper acute bronchial 
catarrhs, sore throat, conjunctivitis, 
ete 


cause 


Cotton Operatives.—The air in cot- 
ton factories becomes loaded with fine 
vegetable dust, peculiarly irritating to 


the respiratory mucous membrane. 
This, together with the sedentary 
habits of the work people, renders 
phthisis a common disease among 
them. 

“Dressmakers.—Long hours, the 
bent, stoop position, and a_ confined 


atmosphere, render the trade, general- 
lv speaking, unhealthy Dressmakers 
are usually anaemic, suffer from dys- 

sia and female disorders. Eyesight 
by necessary constant attention is apt 


become impaired, but the prevailing | 


danger of this trade is tuberculosis. 
“Dyers.—Eeczema of the hands, caus- 
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ed by wet, is intensified by aniline 
dyes. As a general rule, dyers are 
healthy and long lived. 1 

“Engineers.—Changes in temperature 
give rise to frequent pneumonias and 
rheumatism. 

“Glass Blowers.—Emphysema may 
result from the violent respiration. 

“Grooms.—The health of those who 
work about stables is generally good, 
the diseases being mainly due to in- 
temperance or the result of accident. 

“India Rubber Workers.—The in- 
halation of carbon bisulphide produces 
a peculiar train of symptoms, heaa- 
ache, mental depression, impaired sight 
ana hearing, and cramps. 

“Lead Workers.—We will include un- 
der this head painters, plumbers, type- 
setters, and manufacturers of salts of 
lead. All are liable to lead poisoning, 
but more especially those who take part 
in the dry process of making. 

“Match Makers.—Phosphorus fumes 
exert a very deleterious effect upon the 
makers of matches. The evil effects 
consist in the production of caries of 
teeth and necrosis of the jaw. 

“Miners.—as a Class, break down pre- 
maturely from bronchitis and pneu- 
monia. 


G. E. Hardy Made Claim Manager. 








George E. Hardy who has had broad 
experience in the claim departments 
of some of the largest companies, has 
been appointed manager of the claim 
department of the London & Lan- 
cashire Accident & Guaranty. 

Mr. Hardy was with the Fidelity & 


Casualty Co. for a number of years, 
resigning in 1903 to become manager 
of the claim department in the New 


York office of the Maryland Casualty 
Co. In 1996 he became claim manager 
at the New York office of the Travelers. 








Minnesota is the latest State to issue 
a license to the Urbaine Fire of Paris. 





SUICIDE MEASURE VETOED. 








Governor of Missouri Blasts Hopes 
of Casualty Underwriters—Action 
a Surprise. 





The Governor of Missouri gave casu- 
alty underwriters a surprise when, dur- 
ing the past week, he vetoed a bill re- 
pealing the vicious suicide law of that 
State. For several years a statute has 
been effective which makes suicide an 
accident. ‘All efforts to secure the 
passage of a measure repealing it 
have been unavailing, except as per- 
taining the measure introduced in the 
present session, 

The bill was passed, and it was fully 
expected it would be approved by the 
governor, but such wag not the case. 

May Quit State. 

It is anticipated that a number of ac- 
cident writing companies may now re- 
tire from Missouri; in fact the Prefer- 
red Accident has already instructed its 
agents in the State to cease writing 
business. 





READY FOR BUSINESS SOON. 





Stock of American Indemnity Com- 
pany Reported as Having Been 
Oversubscribed. 





President J. Arthur Nelson, of the 
American Indemnity Company, of Bal- 
timore, reports the oversubscription of 
the $500,000 capital and surplus of the 
corporation, which will start business 
very soon. 

Mr. Nelson has interested a number 
of prominent financiers of the Monumen- 
tal City in his new organization, the 
full list of executives and department 
heads for which he will announce later. 





The Illinois Surety Company of 
Chicago, proposes operating in Maine, 
New Hampshire, Vermont and Rhode 
Island. 
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OPPOSE DEPOSIT GUARANTEE. 





Chicago Organization Would Have 
Banks Protect Clients Through 
Medium of Insurance. 





That opposition to the scheme pro- 
posed by Seator Owen of having the 
Federal Government guarantee bank 
deposits is made by the National 
Citizens League, which has issued the 
following statement defining its posi- 
tion: 

The statement says the question of 
the guarantee of bank deposits has no 
place in the general problem of bank- 
ing reform for the following reasons. 

1. Losses from dishonest or in- 
competent banking are neglible. 

2. It is unjust to ask the strong, 
well managed banks to guarante: 
the depositors of weak, badly man- 
aged banks against loss unless the 
former permitted to supervise the 
operations of the latter. This would 
destroy the independent banking 
system. 

3. There is always a guarantee 
fund for deposits. The capital and 
surplus of every bank, as well as 
the extra liability of stocholders, 
must be exhausted before de- 
positors can lose. 

4. The operation of guaranty 
laws is no longer a theory. Their 
inefficiency has been demonstrated. 
The statement concludes with the 

following argument: 

“If it were deemed expedient to 
provide any insurance against loss by 
depositors the orderly method would 
be to compel banks to take out poli- 
cies. In that event the strong, well 
managed banks would get low rates 
and the others rates so high that they 
could not endure.” 





FLOOD LOSSES. 





Plate Glass Underwriters Appoint Com- 
mittee to Consider Question of 
Liability. 





To what if any extent the plate glass 
insurance companies are liable for 
losses sustained by the recent floods in 
the Middle West, is the problem before 
a special committee of the offices, ap- 
pointed at a general conference held in 
this city on Wednesday. It is figured 
the plate glass losses will be not far 
from $100,000. 





GOES INTO RECEIVER’S HANDS. 





Columbia Casualty of Indianapolis, 
Comes to Grief—Was in Process 
of Organization. 





A receiver has been appointed for 
the Columbia Casualty Co. of Indian- 
apolis on the application of Horace 
Fletcher a stockholder. The Company 
was in process of organization and was 
backed by Lafayette people. Nicholas 
W. Mueller was vice-president. 





In Charge of Chicago Branch. 


Having recently opened a_ branch 
office at Chicago for the handling of 
their casualty lines, the Aetna Life and 
the Aetna Accident and Liability com- 


panies, have appointed as manager 
thereof George Tramel, recently with 


Marsh & McLennan. 





Accident Men Organize. 

A new organization, made up of Chi- 
cago men principally, is the American 
Association of Accident Underwriters, 
the purpose of its creation being “edu- 
cation and information.” C. H. Boyer, 
of the National Life of U.S. A., is promi- 
nent in the new movement. 





Now a Law in Texas. 





On June 1 the Texas Workmen's 
Compensation Bill newly signed by the 
governor goes into effect. 

This evening the Workmen’s Com- 
pesation Service Bureau will give 4 
dinner at Martin’s to the executive 
officers of its members. 
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“It is the little, almost un- 


Value of conscious habits of every- 
Little day life that are responsi- 
Things. ble, for the failure of what 


would otherwise be success- 
ful men, says an officer of the American 
Casualty Co., of Reading, Pa.. It is 
‘seldom that big mistakes wreck men’s 
lives; it takes big men to make big 
mistakes and such men, as a rule, turn 
their mistakes to their own advantage 
and use them as stepping stones to at- 
tain greater things. Great cliffs do pot 
menace the mariner, but hidden reefs 
and sunken rocks have sent many a 
good ship to the bottom. 
“Fellow-worker have you ever stopped 
to think of the little habits of thought 
and action that are undermining your 
success and limiting your efficiency as 
a representative of this company? Have 
you ever started out with the idea of 
putting in a good eight hour day at 
soliciting, and, meeting with rebuff and 
failure you dwindled down to two 
hours? And, then, the next day you 
dwadled around doing nothing and fol- 
lowed that up with another day of mop- 
ing over your hard lot, and wondering 
if you had not made a mistake and if 
your avocation should not have been a 
cobbler instead of an insurance agent? 
“Let us hope, if you have ever passed 
through such an experience, that you 
were so completely disgusted with your- 
self that you will never again allow 
yourself to get down in the slough of 
despond. Your little cace of the blues 
resulted in the loss of a certain amount 
of business that the company should 
have had, it cost you considerable in 
the way of commissions, and then, it 
started you, unconsciously, on a little 


habit that will gradually undermine 
your effectiveness. 
“Self control is the key and hard 


is the medicine to effect a cure. 
you feei discouraged, dishearten- 


work 
When 


ed, defeated—when the little blue devils 
are chasing you away from your duty— 
assert 


your manhood, brush all hind- 
and temptations aside, and 
into your work as if your soul’s 
salvation depended upon it. You will 
in out and you will make of your 
career a success.” 

. o 7. 

Concerning the treatment 





Christian of the medical attend- 
Science ance provision of person- 
Risks. al accident policies when 
the insured is a Christian 

Scientist, the National Life of Chicago, 


Says 


“Many persons who are believers in 


Christian Science object to the pro- 
vision of our policies requiring atten- 
tion by a legally qualified physician. 
On the policy of any one who desires 


> will place a rider providing that 
sofar as fulfilling the requirements 
of his policy is concerned he shall have 
e option of securing the services of a 
recognized Christian Science practition- 
er or a legally licensed physician. The 
certificate of the practitioner will then 
be equivalent to a physician’s certifi- 
cate.” 





* * 


The United States Health & 


A Low Accident Co. recently asked 
Loss one of its most successful 
Ratio. agents how he accounted for 


the fact that during the ten 
years he has been associated with this 
Company his loss ratio has never ex- 
ceeded forty per cent. His reply was: 
“Il ask questions. If I am in the office 
When a policyholder calls to pay his 
premium, if I meet him on the street. 
and, in fact, at every opportunity, I! 
make it a point to find out if he is en- 
gage in the same occupation as when 
Policy was issued. When change of 
occupation is reported I at once ar- 
range for issue of new policy, and J 
am careful to quote rate to cover the 
greatest hazard.” 
Upon being asked if this plan had re 
sulted in any loss of business he stated 
that the contrary was true, as his pol: 








SPECIAL TALKS WITH LOCAL AGENTS 





icyholders appreciated his interest in 
the matter of classification and the ad- 
justment of claims, that he had not ex- 
perienced any difficulty in following out 
his plan for the reason that he explain- 
ed that premium rate and indemnity 
are based to a great extent upon hazard 
of occupation and duties, and should he 
again change his occupation and en- 
gage in less hazardous work he could 
then have new policy issued providing 
more indemnity or lower rate of pre- 
mium. 

It is not hard to determine the ad. 
vantage to the agent of keeping in close 
touch with policyholders. and an agent 
who is careful to see that policyholders 
are insured under the proper classifica- 
tion is assured that claim adjustments 
will be entirely satisfactory, that the 
lapse ratio wil! be low, and that as a 
result of the policyholders confidence in 
himself and the company he represents 
he will be furnished with the names 
of many prospects. 

a ae 


Compiled records from 


Accident cities and towns (main- 
Toll and its taining police organi- 
Opportunity zations) in the United 


: State for 5 weeks, end- 
ing January 23, 1913, give the number 
of automobile accidents in such cities 
and towns as 1,275, resulting in 208 
deaths and 1,230 injuries. 

New York headed the list with 282 
accidents, 62 deaths and 383 injured. 

This is a record of 5 weeks only 
(and during a period of time when the 
number of automobiles in use is at a 
minimum), and at the same ratio is a 
death rate for the year of 2,163 and 
of injuries 12,792. 

In Chicago, Ill., during 1912 
were 1,604 automobile accidents 
proportionate casualties. 

According to the same authority the 
record in the ‘country and in villages 
practically equals the record of cities 
and towns. 
record to startling figures. Deaths 
4,326 yearly (83 weekly) injuries 25,584 
yearly (492 weekly). 

That there is a constant rapid in- 
crease in fatalities and injuries through 
automobile accidents is evidenced by 
the February, 1913, record in New 
York city alone—15 killed, an increase 
of 4 over February, 1912, and 77 in- 
jured, an increase of 20 over February, 
1912, while the increase in the State, 
outside of New York city, was corre- 
spondingly noticeable, and this increase 
is but proportionate to the increase 
throughout the United States. 

The railways of the United States 
in 1912 carried 1,000,000,000 passengers 
a total of 35,000,000,000 miles and killed 
only 139, while automobiles in New 
York alone killed 146. 

The president of a Traveling Men’s 


there 
with 


This brings up the total, 


Association states that 45 per cent. of | 


amount in death claims and 15 per cent. 
of amount in indemnity claims paid by 


his association were due to automobile | 
accidents, and statistics show that the | 


average injury claim for automobile 
accidents is $134. 


The use of automobiles is steadily | 


increasing. 105,251 were registered in 
New York up to January 31 of this 
year, a marked increase over the same 
period for the year previous, 
similar increase is shown in all the 
principal States. 

People are buying more automobiles 
than ever and it naturally follows that 
more automobile insurance is needed. 

A great field is open and it is con- 
stantly broadening, widening, growing 
greater and is a practically virgin field, 
untouched, unworked by the insurance 
agent.—Preferred Accident “Pilot.” 

s . a 


One of our enthusiastic 
He Works agents has a plan for so- 
Clever liciting insurance which 
Plan has worked successfully 
and is worthy the con- 

sideration of our field generally. 
Me makes it a point to call at the 


and | 





home of the prospective policyholder 
during the day time when he knows 
the man of the house is not at home. | 
When the lady of the house answers | 
the door bell he introduces himself 
and then explains that he has nothing 
to tell her but is acting for a large| 
company in the capacity of a demon- | 
strator of accident and health insurance | 
and has been sent to her to et 
clearly and in a few words the benefit 
of such insurance in order that she— 
as a wife and mother—may under-| 
stand it thoroughly and later explain |} 
same to the male members of her} 
family. | 

Upon being ushered into the house | 
he shows her the names of a large; 
number of local people who are al- 
ready carrying such insurance, listens 
to her interruptions about those on 
the list with whom she is acquainted, | 
and then describes in detail some seri- 
ous accidents and illnesses suffered by 
some of his policyholders, and elabo- | 
rates on what would probably have 
happened to them had it not been for 
their policies. 

During the conversation he explains | 
the benefits of his policy contracts and | 
learns if her husband, son, brother, or | 
father carries such protection and, if 
not, he then pictures to her the chances 
of their disability and the resulting 
effects upon her and her family. 

As a result of it all, she arranges 
for the agent to meet her husband, son, 
brother or father (as the case may be) 
for the purpose of inducing his to carry 
such insurance and, as a rule, she has 
him all talked into it before he calls 
again. 

He also arranges for her to pay all} 
premiums on the policy when due so| 
that she may know that her husband's | 
policy won't lapse. 

The agent mentioned has met 
excellent results in rapidly increasing 





} 
with | 


the volume of his business, and we be-| 


lieve it would be time well spent for 
other agents to try out this plan.—tU. S. 
Health & Accident, 
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EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


a Specialty 





-:-- References on / Application alte 


Suite 720-29 So. LaSalle St. ,Chicago, Ill, 


TELEPHONES: Randolph 6816 and 6817 








NATIONAL 
CASUALTY 





Address: 
Majestic Building - - 


PIONEER IN 


The NATIONAL of Detroit 
e2on 


ACCIDENT AND HEALTH INSURANCE 


DISTRICT MANAGERS WANTED 


. 
Salaried Positions and big future in cities in New York, 
Pennsylvania and New Jersey for producers and men 
capable of managing an industrial debit. : 


National Casualty Company 


Detroit, Mich. 








Home Office, 


E 
HE 


EUGENE 
DANIEL D, WHITNEY, Vice-Pres. 


THE 


METROPOLITAN 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 
PLATE GLASS 
PERSONAL ACCIDENT POLI Cl ES 
OF THE MOST APPROVED FORMS 
H. WINSLOW, 


8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


CASUALTY 


President 
ALONZO G. BROOKS, Ass’t Bec. 








HEAD OFFICE 


CHICAGO 


F. W. LAWSON 
General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 











Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


THE SIGN OF GOOD CASUALTY INSURANCE 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 


ENGLAND 
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Equitable Advantages 


SOME OF THE GOOD THINGS ENJOYED 
BY EQUITABLE REPRESENTATIVES 


The backing of one of the largest and strongest financial 
institutions in the world. 

A Participating Company. 

A Prompt Paying Company. Of the 5,153 domestic death claims 
paid by the Equitable during 1912, nearly 98% were paid within 
one day after receipt of “‘ Proofs of Death.’’ 

A Company whose policies are standard contracts, drawn to con- 
form to the insurance laws of New York and other States. 

A Company issuing every desirable form of insurance including 
Corporation Insurance, Income Insurance, Group Insurance, 
Monthly Premium Insurance, Home Purchase Insurance, Joint 
Life Insurance and a large variety of Annuities. 

A Company sufficiently large and strong to insure applicants for 
large amounts under a single policy. 

A Company whose policyholders include the world’s Captains 
of Industry whose identification with the Equitable is in itself an 
endorsement. 

A Company whose canvassing documents are comprehensive, 
adequate and attractive. 

A Company engaged in a broad “conservation of life,” move- 
ment—aiming to lengthen the lives of its policyholders as well as 
insuring them. 

The Society has openings ia practically every State for energetic soliciting 
agents of character and ability. Address 


The Equitable Life Assurance many of the United States 


165 BROADWAY - - NEW YORK 


| 





FIRST NATIONAL 


FIRE INSURANCE COrPIPANY 


OF THE UNITED STATES 
Washington, D. C. 














Full-Paid Capital December 31, 1912, $320,675.00 
Surplus to Policyholders December 31, 1912, $952,466.87 











The First Nationa Fire InsurANcE Comrany OF THE UNITED 
SraTes will have a capital of $1,000,000 and a surplus of $1,000,000. 
This is now being subscribed and paid in by property owners in 
the various States in which the Company is to operate. On 
December 31, 1912 the total subscribed capital and sur} lus of the 


First NationaL was $1,760,090. 


Applications from local agents anxious to represent a strong, 
progressive two million dollar Company are being received daily. 


Address 


Agency Department 


FIRST NATIONAL FIRE INSURANCE COMPANY 
Southern Building, Washington, D. C. 








fArudertial Sasualty Su. 


HOME OFFICE 
INDIANAPOLIS 








| Strictly a Casualty Company 





LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION - 

GENERAL LIABILITY - .PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 











Erie—Altoona 
Man of Managing Size Needed— 
Good Contracts, Liberal Commissions 


NO BETTER POLICIES 


Write Direct 


Scranton Life Insurance Co. 


Scranton, Penna. 











VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


— FOoOR-— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 5010 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“K STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
New York City 


105 William St., 














—<<———————— | 











